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CHAP'J'ER I 
THE NATURE OF THE PROBLEM 
Introduction 
Education in the United States today is witnessing more and more 
emphasis being placed upon v.ocational education and those people who 
are responsible for its developmep.t. The federal government, as well 
as the individual states,. has promoted and provided for the education 
' 
of those individuals who need trqining in order to support themselves 
and their families. 
The Honorable Dewey F. Bartlett, Governor of Oklahoma, in a 
speech to a National Conference on Research, said of vocational educa-
. 1 t1on: 
Your field to me is one of the most exciting fields and I 
would say particularly exciting in the educational area. 
I feel that the role of vocational-technical education is 
just beginning to be realized as important as it actually 
is in the total scene, the total spectrum of education. 
In a 1961 address to Congress, the late President John F. Kennedy, 
who had great concern about the quality and the direction of education 
in the United States, recommended the establishing of an advisory com-
mittee to stuqy and evaluate the commitments of federal government to 
vocational education. 
Late in 1961 a panel of consultants for vocational education was 
appointed by the Secretary of Health, Education, and Welfare. One mem-
ber of the panel was Mr. J, B, Perky,. now retired State Director of 
1 
Vocational-Technical Education in Oklahoma.· The panel was."charged 
with the responsibility of reviewing and.evaluating tl),e National 
Vocational Educ.at ion Acts, and making recommendations for iiµproving 
and redirecting the program.'.' 2 
During the ensuing year the Panel of Consultants met and con-
ferred w:i,th vocational education. specialists and commissioned special 
studies t;o be made in vocational education in addition to those being 
conducted by the Panel I s staff. Several conferences were set Up to' 
give the :Panel a better. view and understand:i,ng of all aspects of 
vocational education. 
In a report prepared. for. the Panel of Consultants, a presentation 
was given on behalf of distributive education by Mr. Harry W. Ketchum. 
His presentation was in relation to the future opportunities for 
distributive education, 3 Mr. Ketchum stated that: 
The importance of Distributive Education as a field of 
vocational training can. only. be measured in relation to 
the.past contributions, current needs, and future poten-
tials. in the broad field of marketing and distributicm 
towardtheimprovement of which Distributive Education 
programs are directed. 
Mr. Ketchum went on to say that future opportunities for distributive 
educatton and the significance of.its responsibility in meeting 
national goals·can best be expressed.within the framework of six 
4 interrelated.propositions •. His.propositions were: 
First.,-.,-Although. America stands. today as. the most produc.,.. 
.tive nation.in.the world, we.cannot maintain our position. 
of leadership,' meet the nation.'s goals nor, achieve full 
employment. without substantial increases in our rate of 
economic growth. 
Second.,-.,..Marketing and distribution have always been and 
will continue to be a major.factor in this growth process. 
Third.,..-With every innovation in science and technology, 
industrial development and automation, the tasks, 
2 
responsibilities, and opportunities for marketing and 
distribution will increase--as they .have in the past. 
Fourth--The·most significant component withinthe distri-
bution system must, by its very nature, contin.uetobe· 
the individual rather than the ttlachine.. Cont!lequently 
increased efficiency and productivity in marketing must 
be sought through a better educated labor force and more 
effective utilization of human resources, 
Fifth--Significant progress in reducing costs and increas-
ing efficiency throughout marketing and distribution must 
therefore depend to a considerable extent upon the quality 
of education and training in this field, both formal 
and informal, and in this Distributive Education must 
play a major role. 
Sixth..--The future opportunities to increase the contri.,,.. 
butions of Distributive Education to the. attainmentof 
National goals will be limited only by O'ur imagination, 
our resourcefulness and our sincere efforts through every 
avenue of approach, 
As previously mentioned, the Panel of Consultants had a.staff 
which .conducted research regarding vocational education in addition to 
the reports presented by various individuals, For .e·xample, a study 
3 
of availability of vocational education was conducted in six sample 
states that were considered representative of the Nation as·.a whole. 5 , 6 
In the six states 7 selected, it was found that, of a total.3,733 -· 
schools, only 5.1 percent of the schools offered distributive education, 
Over 256,000 students were enrolled in vocational, education-in- these 
schools and distributive education enrollees comprised only.4,650 of 
the total group. These figures indicated that only .3 percent of the 
nation's.high school youth were enrolled in distributive .. education, 
In reality, distributive education students represented. eight 
percent of the total federally reimbursed vocational education programs 
in 1960-6!. 8 ft should also be noted that the five states with the 
largest enrollment and greatest number of distributive·education 
programs v1ere not included in.the research sample. 
The Panel of Cc;msultants. learned from their research that distri-
butive education was not offered in the rural areas of the United 
States. Dr. Rufus W. Beamer, in a speech to the Distributive Educa-
tion Section of the American Vocational Association Convention in 
1963, said: 9 
All of us kµow .. that this situation (not offering D. E. in 
.rural. areas). has. existed.because of a requirement in the 
Federal. Acts that enrollment in Distributive Educatic;m be 
limited to employed persons, .... If this limitation is lifted, 
then. distributive education could be. made available.· to 
youth.who live in.rural.areas.and attend rural high schools. 
The.need for distributive.education being made available 
to rural youth is obvious •. Young people, from rural areas 
migrate to urban areas,. and a great many_ social and. econ-
omic .problems. would .be eliminated.if.they migrated posse(3-
sing skills. that would enable. them to get. and hold a job, 
The.migration.of.our people andour businessfrom so 
called rural areas to urban areas might be curtailed 
drastically.if strong.programs of distributive education 
were placed in rural schools. 
Dr. Beamer repcp:tted from.a recent (at the time of the speech) 
issue of Women's Wear Daily that a study of 77 selected rural conunun~ 
ities in four different areas of Kansas indicated that, in a period 
from 1957 to 1962, 57 conununities with less_ than 1,000 people. lost 
retail stores whether population had increased or decreased. 
On the basis of research and information such as that presented 
in the preceding pages, the Panel of Consultants made their reconunen~ 
dations to Congress and the President of the United States. The 
Panel's.general.reconunendations were.that "in a changing world of 
work, vocational ec1ucati6ft mU$t: I' lO 
1. Offer.tri~ning.opportu+1ities to the 21 million non~ 
college graduates who will enter the market in the 
1960' s. 
4 
2. Provide training or retraining for themillions of 
workers.whose.skills and technical knowledge must be 
updated, as well as those.whose jobs.will disappear due 
to increasing efficiency, automation, or economic· 
change • 
. 3. Meet the critical need for highly skilled craftsmen 
and.technicians. through.education during and after the 
high school years. 
4, Expand \iocc;Ltional and technical training programs con-
sistent with employment possibilities and national 
economic ne~ds. 
5. Make educational opportunities equally available to 
all, regardless of race, sex, scholastic aptitude, or 
place of residence. 
A recommendation that was to be widely accepted by those inter-
ested in distributive education was: 11 
Pre-employment training programs .should be developed for 
distributive occupations in addition to the present coop-
erative work-,-study programs. This pre-employment train-
ing program should be eligible for Federal.support in 
addition to the cooperative programs, 
The United States Congress, with the. passage of the Vocational 
Education Act of 1963, gave to Vocational Education the opportunity 
to provide training for all qualified persons interested in such a 
program, .. 
In the area of marketing.and distribution, with which distribu-
tive education is concerned, Advertising and Sales Promotion, Retail 
Selling, and Management are.three of mc;Lny important areas, This study 
will be confined to these three areas and their relationship to 
cooperative as well as pre-employment training programs in distributive 
education. 
There.are·literally billions upon.billions of dollars spent each 
year for advertising in our country. In 1958 the top advertiser in 
the United States was Procter and Gamble Company. They spent 
5 
6 
$98,701,433 compared with $6ijh4,000 in 1955. The biggest bulk of 
the advertising dollar is spent. by the manufacturer. ·· However, the 
retailers do spend.their share of,the ntoney on advertising. Sears, 
Roebuck and Co~pany spent $2,371;000 in 1955 compared with $4,633,855 
in 1958. 
Advertising has been,defined as "selling in print" or the 
presentation of a proposition.to people·.in such·_a way that they may 
b~ induced to act upon it. At any rate, it is a commonly accepted 
fact that advertising is essentially selling. Advertising is said 
to be.twofold in its functions: (1) to intensify wants or desires 
and (2) to conttol the means by which wants or desires are satisfied. 
Certain needs, wants and desires can be fulfilled and a profit can 
be made by both the retailer and the advertising company. 
In 1967, over 125,000 men arid.women were employed in professional 
or other.types.of positions.that required a considerable.knowledge of 
advertising. Over.one-third.of.these.people were.employed in adver-
tising.agencies with more than one~half.of them employed in the New 
York City.and Chicago metropolitan areas. Those people not employed 
in agencies worked for.manufacturing companies, stores, as well as 
other organizations having.products or services.to sell. They are also 
employed by advertising media, such as newspapers and magazines, In 
addition, printers, engravers, art studios and other such establishments 
1 d . . l 12 emp oy many a vertising personne, 
Many young people are attacted to advertising each year. Those 
seeking etfiployment opportunities through the 1970's will face stiff 
competition. Howevert. those with. the background and aptitude can look 
forward.· to good opportunities, 
The Occupational Outlook Handboo.k stat es: 13 
Employment in advertising is eipected to increase rapidly 
during the rest of the 1960 1s and through the 1970 1s. 
Among the factors that will contribtite to the demand for 
advertising workers are the overall growth of industry, 
the development of new products and services, and the 
increase in competition among producers of industrial 
and consumer goods. In addition to those needed to fill 
new positions, several thousand advertising workers will 
be needed each year to replace those who transfer to other 
types of work, or who retire, die or leave the field for 
other reasons. The greatest demand is likely to occur 
in advertising agencies, since advertisers are turning 
over more and more of their advertising work to agencies. 
The information in the preceding pages regarding the field of 
advertising and the following information concerning retail selling 
is presented as a basis for selection of the two subject content areas 
in which the first year cooperative method studen.ts were tested, The 
im~ort~nce of trained and qualified personnel in retail establishments 
is a must. 14 The Occupational Outlook Handbook states: 
The success of any retail business depends largely on its 
sales people. Odurteous, effic-ient service from behind 
the counter or 6il the sales floor does much to satisfy 
customers and to build a store's good reputation, 
15 According to the Occupational Outlook Handbook: 
Saleswork offers career opportunities for young peopl~ who 
have not completed high school as well as for those who 
have a college degree; for men and women who like to travel 
and those who do not; and for people who want salaried 
employment as well as those who aspire to run their own. 
businesses. 
Those.individuals employed in sales occupations sell for manufac-
turers, insurance companies, producers of other goods and services, 
large wholesalers, retail stores of all types and sizes, and other 
retailers who deal directly with the public, Almost 4.8 million 
workers were employed in sales occupations in 1966. About one-fourth 
were part-time employees who usually worked fewer than 35 hours a 
7 
week. Two out of every five were women, employed mainly in retail 
16 stores. 
Employment in sales occupations is expected to rise moderately 
during the rest of the 1960's and through the 1970's. Openings will 
be created by growth of compeyriies, people leaving the field for other 
jobs, those being transferred, as well as retirements and deaths of 
those presently employed. It is expected that some 275,000 workers 
will be needed each year. 
17 
The Occupational Outlook Handbook says: 
As employment rises, the proportion of part-time workers--
already higher than in most occupational groups--is also 
likely to increase. In the growing number of suburban 
shopping centers, particularly where many retail stores 
remain o,pen for business several nights a week, a larger 
proportion of the sales force is likely to be made up of 
part-time workers employed only on Saturdays and during 
the evening shopping hours. 
The main reason for the anticipated rise in employment is the 
prospect of increased sales resulting from population growth, business 
. d . . . 1 1 18 expansion, an rising income eves. Approximately 2.9 million 
sales persons, with nearly three-fifths of them women, were employed 
early in 1967 in some 100 different kinds of retail business in the 
United States. These people worked in stores tha:t varied from one 
employee to hundreds of employees. They also worked as door-to-door 
salesmen, as well as for other retail establishments. 
The Oklahoma.Employment Security Commission provides data con-
cerning actual employment as well-as manpower needs for nine geographi-
>f 
cal regions of the state plus the Oklahoma City and Tulsa Standard 
Metropolitan Statistical Area (SMSA). 19 Oklahoma City SMSA utilized 
8 
51,100 workers in the wholesale and retail trade area during June, 1967, 
while the Tulsa SMSA utilized 38,500 such workers. The occupational 
area ranked secdnd to the government in total employment in the Okla-
homa City SMSA, while in the Tulsa SMSA it ranked second to manufac-
turing. 
It was predicted that needs in the Oklahoma City area would 
incre~se 7.9 parcent (some 4,040 positions) over the 1967 figu,r~ by 
1969, while :-th·~ T°uls.a area would increase eight percent (some 3,080 
positions) over 1967. By 1972, the Oklahoma City SMSA is predicted 
to reach 59,880 employees, up 17.2 percent; while the Tulsa SMSA should 
reach 44,850 employees, a 16.5 percent gain. Most of these predicted 
positions S,hould be centered in sales, professional-,-technical-
20 21 
managerial, or clerical occupational groups. ' 
Ln Oklahoma, during the month of June, 1967, some 21,801 nonfarm 
wage and salary workers in the Oklahoma City SMSA were engaged in sales 
occupations, while 17,026 such workers were employed in the Tulsa SMSA. 
More than 70 percent of the above workers were employed in wholesale 
or retail trade establishments. 
The forecast was for sales occupations to expand 7.5 percent in 
the Oklahoma City SMSA while providing 1,638 new jobs and reaching a 
total employment of 23,439. By 1972, employment should increase 
another 11.5 percent and provide 2,510 more jobs. Meanwhile, the 
Tulsa SMSA was forecast to expand by 10.3 percent in sales by 1969; 
providing 1,758 new jobs and reaching a total of 18,784 employees. By 
1972, employment should increase an additional 10.8 percent and pro-
vide 1,829 additional jobs with a total employment of 20~613. 
As the number of employment opportunities in Oklahcfua have 
increased, so have retail sales. There was a gain of 12.1 percent in 
1968 over 1967. The main thrust was provided by retail stores located 
9 
10 
outside of the five major urban·areas;. Stores located in nine selected 
cities with populations over 10,000· pers·ons were ·not the. principal 
beneficiaries-of the-1968 .. sales· gain~'·'Retailers in conununities outside 
the five major .urban. areas and ni~e'·seleeted· cities were the major 
contributors to the COilpJderable gairr· in the State's· retail sales 
. 22 picture,·· 
One· goal .. of many .individuals emp·foyed·i:n·wholesale-retail sales 
and service eccupations:is,.to ultimately"be promoted to the management. 
It is at thisleve·lthat-·the successor failure of.a.business depends 
upon. the way, that manage-rs do their·j oh-;; ···The"Oecupati:onal Outlook 
Handbook described.the nature of mana-gerial·work.as: 23 
Salaried managers usually have one ·prime aim: ·· to get a 
job done by directing or,planning .. thework·o·f•·'others. 
Some,, however,. are,. chiefly·. policymakers,: Managers' 
responsibilities.depend on the management level and· 
type of employer,~ 
Management positions· can be· classified into three major categories. 
One is first-J,.inE;·,.manage.ment positions· which usually are either super-
visory or trainee-.;.-,.· Thei;S.econd includes'middie"'"managementpersonnel 
who are-. normally- depart:ment· heads in· ·charge of· marketing-, . accounting, 
personnel,·. or, a-. similar-. department·,.· The· third .category is that of top 
level managers .who· make decisions on wh·at products the firm might make, 
buy, or selL ~4 
In Oklahoma·, . during.June, 196 7, an estimated 24. percent (53,975) 
of all.nonfarm.and.salary:workers in the· Oklahoma City SMSA were 
employed in the .·professional-,-technical--managerial. occupations~ The 
rate of employment was expected to increase by 6.9 percent or 3,737 
new jobs. Many. of,. these jobs .were provided by the government and 
service, By 1972, the employment total should reach62,218; an 
11 
increase of 8,243 new positions, which would be an increase of 15.3 
25 
percent over the 196 7 level. In Tulsa, during June, 196 7, one out of 
every five nonfarm and salary workers were employed in the professional-
technical-managerial category. It was anticipated that by June, 1969, 
there would be a need for 3,596 additional people, 9.8 percent increase, 
in-this area. The projected increase for 1972 is 6,803 additional 
employees, or an 18.6 percent increase over the June, 1972 figure.
26 
The outlook for employment during the 1970's is excellent as the 
employment of managers is expected to increase rapidly, 27 The salary 
range for these individuals will be from approximately $6,000 for 
first-line management to $50,000 for top-level management.
28 
The information regarding Retail Selling, Advertising and Sales 
Promotion, and the broad area of Management, in the previous pages was 
included to serve as both introductory material and a brief overview 
to show why these three areas were chosen. The three subject content 
areas Retail Selling, Advertising and Sales Promotion, and Management, 
will be utilized in the research study to test high school distributive 
education students in regard to their achievement in a pre- and post-
t~st situation. 
Statement of the Problem 
The basic problem of the research study was to determine whether 
the project method of instruction is accomplishing its task of train-
ing young men and women to enter the worldof work without the benefit 
of first hand experience in an on-the-job training situation such as 
the cooperative method approach. An exhaustive and a comprehensive 
answer to the question implied by the basic problem of the study was 
12 
not·available, so three subject content areas of study were decided 
upon to be used in testing students who were previously enrolled and 
those who were not previously enrolled in the project method of instruc-
tion~ ·Differences in their rate of achievement were determined and 
analyzed. 
Selected variables, that will be explained in greater detail 
later in this chapter, will be taken into account to see if these 
variables have any influence on the achievement of the cooperative 
method students. 
Students involved in the study will be composed of two distinct 
groups of first and second year cooperative method students: (1) those 
presently.inth~ cooperative method class who were previously enrolled 
in the project. method, and, (2) those presently in the cooperative 
method· class who were not previously enrolled in the proJect method 
of instructiono The cooperative method students will first be divided 
into their respective groups of Distributive Education II and Distri,-
butive Education III groups and then subdivided into the·two groups. 
as indicated.above, The D, E. II students are first year cooperative 
method students and the D, E. III students are second year cooperative 
m~ thod students o 
Primarily the question being asked is: which group of students, 
those previously enrolled in the project method or those not previously 
enrolled.in.the project method, achieve at a greater rate once enrolled 
in the.cooperative method class? The answer to this question could 
possibily go a long way toward answering the, question of whether or 
not the project method prep.ares the student for a higher level of entry 
into the cooperative method of instruction class. 
13 
Need for the Study 
The project method of instruction in distributive education was 
instituted in the fall of the school year of 1964, In the five years 
that it has been in effect the program has ,,been on a pilot program 
basis in many schools, with few people being specialists in the project 
method of teaching distributive education. 
Peter Haines and Edward Ferguson stated in an October, 1966, 
29 article concerning the project plan: 
At present, the project method of instruction is relatively 
untried in distributive education; it can, though, if found 
to be valid and practical, make many important contributions 
to the teaching of distribution and marketing, The pro-
ject method is designed as a means of in-school prepara-
tory instruction, in contrast to the cooperative method, 
which utilizes an on-the-job training approach. As such, 
it is a method that readily allows for the training of more 
students of distributive educatidh. Students benefit greatly 
from a longer per;L,od of time to develop, both physically 
and mentally, and to decide upon and prepare for their 
occupational choices. Let us hope that the project method 
of instruction provided distributive education with a 
degree of success relatively equal to that of the coop-
erative method, 
. It could very well be said that the project method of instruction 
is still relatively untried today, in many places. There is a definite 
need for knowing whether the program is accomplishing its primary objec-
tive, that of preparing young people to enter distributive occupations· 
without their having been employed in an on-the-job training situation. 
In Oklahoma, the primary purpose df pre-employment training is to 
orient the students to the field of marketing and distribution and 
specifically to the particular job the student is interested in pur-
suing as a cooperative student. 
The·question that is being asked is quite simple: "Does a pre-
employment training give the project method student a head start over 
14 
the student that was not in a pre-employment training class?" It is 
hoped that this study will provide info:mation relative to the students' 
achievement in the three content areas through the project methods of 
instruction and the cooperative method. 
Scope of the Study 
The broad guidelines for conducting the study will be as follows: 
1. Students involved will be of junior and senior level in 
Oklahoma high schools. 
2, Each first year cooperative student will be administered the 
test of Retail Selling plus the Advertising and Sales Promotion 
.test. 
3. Each second year cooperative student will be administered the 
· test on Principals and Organization of Management. 
4. Measurements of prior achievement will be taken from the pre-
vious two semesters' grade point average, 
5. Schools that utilized the project and cooperative methods of 
instruction during the 1967-68 and 1968-69 school year will 
be the population from which the data will be obtained. 
Delimitations of the study: 
1, Data are applicable only to the population from which drawn, 
and generalization should be made only to it or a similar 
population, 
2, Prior achievement is limited to grade point averages for the 
two previous semesters. 
3. The only selection procedures employed for including students 
were (a) completion of both pre- and post-tests, (b) grade 
point average, (c) I. Q. scores all being available, and 
(d) the school previously offering the project method and 
currently only the cooperative method of instruction. 
15 
4. Eleven different.teachers were involved in teaching the three 
subject content .areas. No control was attempted on the 
approaches or methods of presentation of the individual 
teachers. 
5. I. Q. scores will be used primarily to show homogeneity 
of the two parts of the sample: (1) those previously 
enrolled in the project method and (2) those not previously 
enrolled in the project method of instruction. 
Hypotheses 
Hypothesis 1: There will.be no significant difference in student 
achievement on the test Retail Selling between those students pre-
viously enrolled in the project method of instruction and those stu-
dents not previously enrolled in the project method of instruction. 
Hypothesis 2: There will be no significant difference in student 
achievement on the test Advertising and Sales Promotion between those 
students previously enrolled in the project method of instruction and 
those students not previously enrolled in the project method of instruc-
tion. 
Hypothesis 3: There will be no significant difference in student 
achievement on the test Principles and Organization of Management 
between those students previously enrolled in the project method of 
instruction and those students not previously enrolled in the project 
method of instruction. 
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Definition of Terms 
1. Pre-employment _Training. Training provided for students under 
age 16 in the distributive occupational areas. Projects supplement 
classroom instruction. in--the place of on-the-job training. 
2. Project Method.oLTraining. The coordination of individualized 
as well as group projects with classroom instruction. The individual-
ized projects should relate to the specific student's occupational 
objective (See Appendix .J)~ 
3. Project Plan. An-organizational pattern for preparatory 
vocational instruction.in distributive education, which involves a 
regularly scheduled. series .. of indidividually designed activities that 
give students an opportunity.to.apply theory in practice while 
developing competencies through projects related to their distributive 
occupational objectives .without actual on-the-job training experience. 
4. Cooperative Method~ A method of instruction, used with 
distributive education students·, which involves on-the-job learning 
experiences coordinated with classroom instruction. The on-the-job 
training is done in cooperation with community business agencies, 
selected in relation to the student's occupational objective (See 
Appendix I). 
5. Cooperative Plan. An organizational pattern for preparatory 
instruction in which regularly.scheduled part-time employment gives 
students an opportunity to apply theory in practice while developing 
competencies through training-.on a job related to their distributive 
occupational objective. 
6. Distributive Occupations. Those.occupations followed by 
proprietors, managers, or employees engaged primarily in ~arketing 
and merchandising goods or services. Such occupations may be found 
in various business establishments, including but not limited to, 
retailing, wholesaling, manufacturing, storing, transporting, financ-
ing, and risk-bearing. 
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7. A. V. A. American Vocational Association. A professional 
organization whose members are associated in various areas of vocational 
education. 
8 1 D. E. Distributive.Education. The letters D. E. are quite 
often used when describing or discussing distributive education. 
Summary 
It has been the purpose-of this first chapter to present an over-
view of distributive education .. as a division of Vocational-Technical 
Education. In addition, the writer has attempted to present in brief 
form both the problem to be researched and the need for the research 
to be completed. Substantiating research literature has been cited. 
The remaining four chapters will be devoted to (1) a review of 
relevant iiterature, (2) research methodology and procedures used 
in the research, (3) a presentation and analysis of data collected, 
and (4) summarization, conclusions, and recommendations concerning 
the research study. 
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CHAPTER II 
REVIEW OF SELECTED LITERATURE 
Introduction 
It was the purpose of Section One of the Vocational Educational 
Act of 1963 to authorize federal grants to states to assist them in 
maintaining, extending, and improving their existing vocational educa-
tion programs. Also, the act was intended to help states develop new 
vocational education programs. Through these programs the states could 
provide part-time employment for youth in need of the earnings from such 
employment to be able to continue their vocational training on a full-
. b . 1 time asis. 
The Vocational Education Act of 1963 listed four main categories 
that an individual has the opportunity to fit into in order to qualify 
f . 1 . . 2 or vocationa training: 
1. Those persons of all ages that are in high school pursuing a 
high school diploma. 
2. Those who have completed or discontinued their formal educa-
.tion and are preparing to enter the labor market. 
3. Those who have already entered the labor market but need to 
upgrade their skills or learn new skills. 
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4. Those persons who have special educational handicaps, such 
as academic, socioeconomic, or other handicaps that would 
prevent them from succeeding in the regular vocational educa-
tion program. 
Thus vocational education was handed a new set of guidelines plus 
receiving a challenge to train more people than was presently being 
accompl.ished. The challenge was to provide training for those individ-
uals who were at least 14 years of age. These ind.ividuals are too 
young to qualify for work permits, but they can be provided with pre-
employment training of a project nature. These people would be in the 
classroom at least one hour per day and would have projects in the 
classroom substituted for on-the-job training as would be provided 
in cooperative type programs. 
In a speech to the D. E. section of the 1963 A. V. A, Convention, 
one speaker reported that the Panel of Consultants learned to have 
great confidence in vocational education, its past achievement, its 
present leaders and the importance of this educational service in the 
3 future. He also stated that many members of the Panel did not have 
a great knowledge of vocational education. However, given the facts, 
the committee determined that vocational education had demonstrated 
its worthiness. 
The $peaker listed four of the more important and immediate pro-
blems of vocational education to be solved. In addition he gave each 
of the problems a priority. 
Priority One--Expand the present cooperative school-work program 
for in-school youth. 
Priority Two--Develop experimental and pilot projects. 
Priority Three--Develop programs for·youth with special needs. 
Priority Four--Develop· pre-employment training programs for in-
school youth. 
Dr. Neal Vivian, Specialist in Distributive Education at the 
Center for Vocational and.Technical Education, The Ohio State Univer-
sity, summed up the feelings of many people concerning the passage of 
the 1963 Vocational Education Act: 4 
By removing the employment requirement, the Act of 1963 
has enabled schools to develop preparatory programs uti-
lizing the project methodo The greatest challenge to Do E. 
educators.now is to make the high school program access-
ible to all high school youth who need it, want, and can 
profit by it. 
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Until the passage of the 1963 Vocational Education Act, vocational 
teachers had been able to utilize employment experiences in planning 
and coordinating learning experiences for their students. With the 
approval for project type vocational courses, there was no longer to 
be a common denominator of employment as a prerequisite for admission 
to the Distributive Education programs. 5 
Related Literature 
6 Hartzler reported that distributive education has gone through 
roughly three major stages: (1) the job orientation stage, (2) the 
career stage, and (3) now the area of knowledge stageo Each of these 
three stages were discussed in relation to materials used, training of 
teachers, and types of students. 
The author reported that during the first stage distributive 
education was basically a welfare program, born during the depression 
and primarily designed to train people to work on a specific job in a 
short period of time. The materials used were primarily individual 
in that each student was trained in a specialized program designed for 
the particular student. The teacher was considered the key to the 
success of the program. He was expected either to know or acquire a 
great deal of information about many jobs so that he might train stu-
dents in many fields. Because of this need for practical knowledge, 
the teacher was hired on the basis of his work experience rather than 
on his academic background. The students were primarily middle class 
young men and women who wanted to enter the world of work immediately 
upon leaving high school. 
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The second stage began after World War II. Because the world had 
changed it was necessary to make some changes in distributive education. 
The program was thus changed from job oriented to career oriented, The 
materials changed from primarily individual instruction to the utiliza-
tion of textbooks for group instruction. As the trend toward career 
orientation came about, the teacher qualifications shifted from heavy 
work experience to a more general knowledge of retailing and its func-
tions. It was during the 1940's and 1950's when colleges and univer-
sities began to set up teacher training programs with full-time 
personnel, simply because successful businessmen could not be lured 
away from their establishments to accept teaching positions, The 
students also changed, It has been stated that student enrollment was 
abundant during the 1930's because if a student had a job the D, E. 
Coordinator could pick the cream of .the crop. With the change toward 
career orientation the type of job required for distributive education 
was not the most desirable to the s~udents, ·eso a major public relations 
campaign was started to keep up the enrollment. It is reported that at 
this point a major split developed among the distributive education 
specialists. Some were still job oriented while others were striving 
toward a goal they could not see; this goal was actually the third 
7 stage. 
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John Beaumont's appointment to the United States Office of Educa-
tion probably was the beginning of the third stage. 8 Hartzler reported 
that9 
Mr. Beaumont saw clearly something that many others 
could only vaguely understand. Distributive Education was 
only a method of teaching, and not a body of knowledge to 
be taught. The third stage was now in sight. 
The new orientation of distribu_tive education ealled 
for training in a body of knowledge that was called mar-
keting and distribution in some states. This represents 
the fulfillment of movement only dimly grasped some years 
ago, aµd also a nearly complete change in thinking. 
During the third stage the materials have become more standardized, 
Hartzler stated that "there is not the allowance for individual instruc-
tion that was required when the end goal was merely to place a student 
. b 1110 on a JO • However, this writer would like to point out that in the 
State of Oklahoma approximately 50 percent of the classroom instruc-
tional time is to be utilized for individual instruction with the other 
50 f h . . . . 11 percent o t e time spent ~n group instruction. The teachers at 
the present time must be certified within the state they are teaching. 
It has been speculated12 ' 13 , 14 ' 15 that in the future there will be 
two teachers in all programs, one who has a background in guidance and 
psychology to coordinate the on-the-job activities, with the second 
being a specialist who might be called a related instructor whose 
background in technical education may be greater than that of the coor-
dinator. Hartzler feels that the student will change as the program 
modifies. He feels that there should be a good offering for the middle 
class student but that the emphasis should not be on the immediate job 
25 
prospects after high school but on the area of marketing and distri-
bution; this should give the program appeal. The author further stated 
that the job attained upon high school graduation is far from attractive 
as a career goal. 
The conclusions drawn by Hartzler are quite appropriate:
16 
Distributive education has moved through three stages 
in order to become an academic area of knowledge. The 
changes in the next few years will probably be more and 
more in this direction. Whether or not the.changes.are 
desirable will depend upon personal opinion and training. 
The changes should result in more enrollment, more.group 
instruction, and less emphasis on job orientation.and more 
on a distributive education area of knowledge. This in 
turn should make the program more desirable to more stu,-
dents, and achieve more training in distribution and 
marketing, 
One of the mandates of the Vocational Educational Education Act 
of 1963 was that distributive education must be offered to students 
14 years of age or older. Many cities and towns in several states 
initiated project method programs of instruction in distributive 
education. Reasons other than the legislation encouraged schools to 
include this program in their secondary curriculum. Three of the preve-
17 lant reasons were as follows: 
1. Not all students who desire vocational training in 
distribution and marketing wish to be placed in actual 
job training, 
2. Not all students who seek cooperative distributive 
job training can be placed. 
3. Each year in a school system which offers distribu-
tive education in several schools, a few trainees will 
be terminated by employers from their training assignments. 
This creates an immediate problem. Subsequent placement 
cannot be guaranteed. No adequate provision has been made 
for these students to continue striving toward vocational 
compritency in marketing and distribution. 
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In support of the preparatory classes, John Beaumont stated: 
Educating people for careers in merchandising and 
marketing is becoming increasingly important. New social 
and economic problems face our.nation every day, and dis~ 
tributive education presents new answers which have been 
ignored consistently in the past. 1-:.,7 Unfortunately, 
distribution has been inclined to emphasize experience 
and neglect education in preparatory programs. The 
reluctance to develop an effective partnership recognizing 
the importance of both elements has been evident in educa-
tion and business. 
Beaumont also expressed the ever present need for cooperative 
efforts between businessmen and educators if education is to have a 
more important part in preparation of careers in merchandising and 
k . 19 mar et1.ng. 
Arnold H. Scolnick20 reported that, of every ten young people in 
grade school in 1963, 'three of them would fail to finish high school 
for one reason or another. Furthermore, according to Scolnick, the 
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job needs for those youngsters dropping out were being almost completely 
neglected. 
The Project Method 
In a 1963 speech to the National Clinic on Distributive Education, 
Mary Marks, Program Specialist in Distributive Education, made the fol-
1 . k . 1 . h · h d f · · 
21 owing remar s 1.n re at1.on tote proJect met o o 1.nstruct1.on, 
The purpose of introducing this thou_g_ht l.:Project 
method of teaching distributive education/ here is to 
underline the fact that distributive education is now 
to have the challenge of learners bringing with them a 
wider-range of individual differences. We will be con-
cerned with learners who through training will be pre~ 
pared.for employment requiring routine and uniform 
performance. For them the vocational approach to instruc-
tion may be centered on simple rote training in the skills 
and technology of their occupational capability •. We will 
also be concerned about learners who are capable of more 
complex performance. The vocational approach, under these 
circumstances, will require methodology that encourages 
creativity, problem.,-solving in a uniform way, interpreta-
tion, analysis and control of job behavior. 
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Miss Marks went on to say: 
At whatever level of sophistication occupational goals.lie, .. 
however, the instructor must provide the opportunity for 
each individual to meet the demand$ characteristic of dis-
tributive employment.,.--the capacity to observe~ listen and 
interpret intelligently, and the capacity to make judgments. 
about.products and services. The instructor must be.in a 
position of confidence concerning the ability of each indi-
vidual to be resouceful in the performance requirements of 
his chosen employment situations. 
Miss Marks said that, since the time for redirection of distribu-
27 
tive education was at hand, much thoughtful attention has been given to 
curriculum and instructional techniques desirable to developing individ-
ual qualifications for employment and career achievement. She summa-
rized those points 23 as: 
1. Distributive education succeeds or fails on the basis 
of what individual trainees are able to do with the 
substance of the curriculum. The methodology includes 
.rote training as preparation for employment requiring 
uniform performance and problem.,.-solving instruction for 
.purposes of self-direction in employment situations. 
2. Participation activities are the essential ingredient 
of vocational instruction. These may be in the form of 
cooperative training experiences or occupationally 
oriented group and individual projects stimulating 
transfer of subject matter to specific conditions of 
distributive employment. 
3. Supervised occupational experience is the culminating 
participation activity in distributive education. It 
may be provided within the framework of systematic 
instruction or as an organized tutorial-consultant 
service designed to identify and strengthen weaknesses 
in qualifications of those having entered regular 
. employment. 
4. Training plans showing participation activities for indi-
vidual enrollees are needed to control and direct the 
development of performance qualifications. These will 
provide evidence of achievement and opportunity for 
individual growth towards employment and career objec-
tives. 
5. Participation activities.require a commitment of time 
for the individual enrolled in distributive education. 
Allowance for this time should be made in the credit 
load scheduled for him. 
6. Adequate time must be available to. the teacher to 
develop and utilize community and school resources. 
·for occupationally directed learning experiences. 
Coordination of instruction with current practices 
and trends affecting employment qualifications takes 
on increased significance when distributive education 
is extended into the areas of preparatory training. 
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John A. Beaumont in a speech to the Governor's Conference on 
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Education for Distribution in Indiana, said that for preparatory educa-
tional programs to be effectively used as a basis for employment that 
they must have breadth and specificity at the same time. He felt that 
breadth was necessary in order not to narrow or limit the preparation 
of the students to only one specific job. The program will need 
specificity in order that the program will not become so general that 
it does not apply in any particular occupation. 
Beaumont also stated that education for occupational preparation 
has long recognized that participation and experience are essential 
elements of the program. Effective preparatory education in distribu-
tion must of necessity retain "doing" elements of this nature if there 
is to be maintained a relationship between theory and practice, He 
felt that supervised occupational experience under a cooperative plan 
should remain the dominant technique of participation. However, 
systematic instruction should be provided on a school-work basis in 
the form of the project plan of instruction. Under the project plan, 
students would have the opportunity to work as a member of a team as 
well as individually. 
William H. Antrim, D. E. Coordinator at Palo Verde High School, 
T A 
• 25 uscon, rizona, states~ , 
The advent of preparatory classes in which on-the-job train-
ing plays a less dominant role presents the DE Coordinator 
with the challenge of a change in classroom practice. The 
instructor must formulate laboratory experiences that will 
of themselves help students to develop the vocational under-
standings, skills, and attitudes necessary for success in 
later practical situations. 
The utilization of model store facilities is one method through 
which this challenge can be met. This method allows the students to 
participate in a simulated situation, made as realistic as possible, 
in which the learning experiences can be as varied as they would be 
during employment in a retail store. Antrim also said that since the 
project method seeks to meet the specific problems of the project .. 
student head-on, that the projects should be prepared in relation to 
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the student's career objective. Therefore, they are generally individ-
ual projects. 
One type of group project that is beneficial to the project 
students is the simulated merchandising project. The model store 
that is in the D. E. classroom is stocked with actual and dummy 
merchandise. The stock is varied enough so as to meet the needs 
of all the students in relation to their career objectives. Through 
utilization of this method, the instructor can plan projects with 
built-in errors for the students to detect. The students also have 
the opportunity to put some of their classroom experience to work in 
· 1 d · · · 1 · h d h h d' 26 a simu ate situation invo ving t e stu ent as t e mere an iser. 
By means of the model store situation, the project students are able 
to face situations similar to those they will meet when employed. 
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27 In a speech to the 1965 A. V. A. Convention, Mary Marks remarked: 
Unlike the cooperative situation, where the st~dent is 
.employed and his training supervised. by a department head 
or manager,. the project laboratory relies upon the teacher.,-. 
coordinator to plan and supervise trainee participation 
experiences. 
It should be pointed out that the use of projects is not new to 
distributive education simply because of the advent of the project 
method of instruction. Haines and Ferguson· stated that "the good D. E. 
coordinators have been using projects effectively since the beginning of 
D E · h 1930 1 s. 1128 • , 1.n t e The thing that is new about projects in distri-
butive education today is that in preparatory classes the project is 
the primary means of the instruction in teaching-learning situations. 
Another factor that should be mentioned is that the project 
method is not unique to distributive education; 29 it has been utilized 
' h' f 1 ' 30 1.n teac 1.ng or a ong time. 
Regarding the early usage of the project method in teaching, 
Haines and Ferguson stated: "The rationale underlying the introduction 
and early use of the term 'project' was established by Franklin Ernest 
Heald, specialist in agriculture education in the U. S. Department of 
Agriculture, 1914-1918. 1131 
32 Haines and Ferguson went on to say: 
The basic difference between Heald's use of projects and 
projects used in distributive education today is that 
projects in Heald's era were broad in scope and not indi-
vidually tailored foF students' particular occupational 
goals. 
The project method of teaching was later introduced into general 
education and William Kirkpatrick, who was a leader in the progressive 
education movement, was quick to adopt the idea. 33 Chancey reported 
that Kirkpatrick first proposed the project method of teaching to a 
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group of educators at a Chicago meeting on April 28, 1917. Kirkpatrick 
was a great believer in the child-centered school and maintained that 
. 34 35 "the great end of life is not knowledge but action." ' Kirkpatrick 
also believed that "education was the development of character and 
personality, not the acquisition of bookish information. 1136 ' 37 
Chancey has defined the project method as being: 38 
••• a method of instructing centering around meaningful 
individual or group activities of education.value, generally. 
involving investigation and solution of problems, and 
frequently involving the use of handling of products and/ 
or equipment. 
The author further stated that the key words of his definition 
were "meaningful activities of education value" and "involving investi-
gation and solution of problems." If the project is not meaningful 
to the student, it is of no value to him and he has wasted his time in 
· f f f l . . . 39, 40, 41, 42 carrying out some orm o non-use u investigation. 
Haines and Ferguson stated the following concerning the project 
43 method: 
It must be remembered that a project is legitimate only 
when the students' labors can be evaluated in some way. 
The mere fact that the students visit several distributive 
businesses does not constitute a project;.the visits must 
be coupled with reporting and discussion. 
As Haines and Ferguson stated, the primary aim of the project 
method is not to supplement or replace the cooperative method of 
. . 44 instruction: 
•• ,but to provide meaningful instruction for many thousands 
of D. E. students who, for a multitude of reasons, are not 
able to gain their instruction through the cooperative 
method, The project method will become the vehicle to 
provide instruction in distribution and marketing to the 
high school student in the small rural community as well 
as in the large inner-city school. 
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Chancey summed up what has been said in the previous pages in 'one 
simple sentence, "Teacher planning is the key to successful utilization 
of the project method. 1145 It should be obvious, though, that this 
statement refers to all education as well as the·project method. 
Samson and Thompson pointed out quite clearly that the objectives 
of the project and cooperative method programs are the same as those 
46 for distributive education in general:· 
(a) to offer instruction in distribution and marketing, 
(b) to aid in improving the techniques.of distribution, 
(c) to develop an understanding of the social and economic 
responsibilities of those engaged in distribution in 
a free, competitive society. 
Both programs, project and cooperative, must be able to stand on 
their own and provide the instruction and experience necessary to bring 
the students to the level that is being sought. There are students in 
many high schools that do not fall into the category of those students 
interested in the cooperative method and, therefore, are prime candi-
dates for the project class; Three groups of such students might be 
categorized as follows: 47 
1. Students, not interested in college, who face the pros-
pect of graduating without possession of any salable 
skill. 
2. Students whose aptitudes and interests are not suit-
able for the regular cooperative program. 
3 •. Students who may or may not possess the necessary apti~ 
tude for the regular cooperative program but who are 
attending high schools too small to qualify for the 
regular cooperative program. 
The Cooperative Method 
The cooperative method of instruction in distributive education has 
been utilized for many years and the value of the work experience that 
the students receive while on the job has long been established.
48 
33 
While cooperative distributive education students are placed in 
a business establishment somewhere within the broad spectrum of market-
ing and the distribution of goods and services, other cooperative work 
experience programs have been placing students in many diverse occupa-
tions. In Sweden, the Parliament made a decision in 1962 that all 
children in class eight (which normally consists of 15-year olds) 
"should be given vocational guidance--including practical work in 
actual working conditions. 1149 The idea behind this was to acquaint 
the children with actual working conditions before they found them-
selves in the job market. 
The idea of acquainting students with the actual conditions.of a 
job is but the beginning for students enrolled in the cooperative method 
of distributive education. The student is "trained" for his job, both 
while on the job and at school. Th us, the word "cooperative" takes 
on meaning in that the teacher-coordinator and the store manager, 
department manager, or training supervisor are working together to 
enable the student to progress to the ultimate of both his skill and 
ambition. In regard to the level at which the student actually enters 
the job market, Meyer and Toupin stated: 50 
Generally speaking, the level of entry occupation in the 
field of distribution corresponds to the amount of individ-
ual responsibility and the importance of the judgements 
required in the kind of distribution in question. 
For those high school students interested in continuing in a 
distributive occupation upon high school graduation, the outlook.for 
d . .b . h b b · h 51 istri ution as never een rig ter. Many large chain store companies 
· · 1 b · . ·1· 52, 53, 54, 55, 56 are urgJ.ng young peop e to egin careers in retai ing. 
Training programs are set up with these large chains and talent for 
these programs is being recruited by the different companies •. 
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Consequently the student currently employed on a cooperative basis has 
an excellent opportunity to continue with the compnay after program 
completion. If the employee wishes to continue his education after 
high school many firms will gladly keep the employee on a part-time 
basis. 
Concerning a college education as preparation for entering retail-
. M d T ' 'd 57 ing, eyer an oupin sai: 
While in the past there has been a mixed reception to a 
college or university education as preparation for careers 
in distribution, particularly retailing, there is strong 
evidence that this situation is changing rapidly. The trend 
toward education for distribution is augmented by (a) the 
growing complexities of the operating practices of distri-
butive trades accentuated by the need for greater skills in 
the.management and ownership of business (learning by exper-
ience alone is no longer sufficient), (b) the importance of 
distribution to national security as it makes possible the 
benefits of mass production, and (c) the increasing impor-
tance.of distribution as demonstrated by the constant 
increase in the proportion of gross national product it 
generates and the steady rise in the number of jobs it 
provides. 
High school students, as well as other adults, have a need and 
desire to be told and shown that faith is held in them. Such was the 
case in West Irondequoit High School in Rochester, New York. 58 A 
long-standing problem of the school was that of getting textbooks 
sold to all 2,500 students, who were required to purchase their own 
books. In past years, it had normally taken approximately four weeks 
for the students to purchase their books in the small school store. 
It was suggested by the local D. E. coordinator that the gymnasium.be 
turned into a book store and that the distributive education students 
stock the store and operate the check-out stands. 'I:he proposal was 
accepted by the local administration, even though some eyebrows were 
raised, thinking that the idea was rather unusual. 
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The venture was a complete success, however. The distributive 
education students received experience in merchandising, pricing, inven-
tory, and check-out stand procedures (including cashing checks and 
checking up their register each day). In a total of 18 hours over 
$17,000 worth of textbooks were sold to over 2,500 students, compared 
with the four weeks normally required in years past. 
Cooperat;i ve on-the-job training experience can be quite complete, 
as exemplified by the program developed by the Sunray D-X Oil Company 
of Tulsa, Oklahoma. Faced with a problem of too few qualified dealers 
and skilled employees in their stations, the company launched a program 
in cooperation with the distributive education programs in Tulsa, called 
"Learn and Earn. 1159 
The program started by giving selected students four weeks of 
intensive training in all phases of service station operation, Short 
courses ranging from motor tune-up to driveway salesmanship were 
included. The cost of the program was shared equally by the company 
and the dealers, with the twofold aim of the project being accomplished. 
Th . 60 ose aims were: 
1. to give boys a marketable skill, so necessary to youth 
who have completed their education, 
2. and to provide a valuable source of trained and quali-
fied dealers who can market Sunray D-X products success-
fully. 
Much has been spoken and written about what the cooperative student 
should learn, both in the classroom and while at his job training sta-
tion. It seems appropriate at this time to point out that "distribu-
tive education is more than a study of salesmanship1161 even though the 
classroom work many times is similar to that of regular academic 
classes. 62 Regarding these similarities and differences, Lowe remarked: 
The most significant difference between distributive educa~ 
t;:ion and college preparatory subjects is. that distributive 
.education is vocational in nature with an effort·being 
made to provide individualized instruction necessary to 
help the students succeed on the job. 
Gagne defines learning most appropriately as, "A change in human 
disposition or capability, which can be retained, and which is not 
· 63 64 
simply ascribable to the process of growth." ' · 
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Ashmun reported further that "Gagne also indicates that the teacher 
is dealing with a learner whose senses, nervous system, and muscles are 
stimulated into nervous activity, or responses, usually thought of as 
65 some type of performance." 
A case presented by Ashmun illustrates how true the above state-
ments concerning learning actually are. A certain D. E. teacher-
coordinator was deep in conference with one of his students whom he 
had observed on the job the day before. The student had reported.to 
his place of employment, a men's clothing store, in a sport shirt, 
slacks, and unshined shoes. During the conference the coordinator 
found out that the student did not own a white shirt nor a suit or 
sport coat. He had not told the coordinator because of his shyness. 
With this information the student and coordinator went to the employer, 
who agreed to sell the student the necessary clothing at a reduction, 
with a portion of the money to be deducted from the student's salary 
each week. A later followup showed the student neatly dressed and a 
66 productive salesman. The main point that the writer wishes to make 
here is that there are many varied types of learning situations that 
students are confronted with. This student learned, as he "changed 
h . b h . . . . 1 f 1 . 116 7 is e avior in a positive way as a resu to a persona experience, 
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Research Studies 
A thorough search of the related research literature revealed 
several studies to incorporate into this section of the review of 
literature. Two studies will be described· at· this point and two others 
1 ' h' h F 68 d V' . 69 · d ' ater 1n t 1s c apter. erguson an· 1v1an were 1ntereste pr1-
marily in distributive education and the learning abilities of distri-
butive education students. Both researchers used pre- and post-,,tests 
on specific subject areas as a portion of their research design, and 
both used high school students as subjects. Ferguson's research 
design employed a control group while Vivian used only specific.vari-
ables as controls in his study. Ferguson and Vivian used aptitude 
and achievement test scores as variables and as sources of data for 
their studies. Other variables used included the socioeconomic status 
which both researchers utilized. Ferguson compared his data by sex 
of the student while Vivian did not. Economic understanding was used 
by Ferguson and Vivian as a control variable. 
As for the actual design, each researcher's paper might be des-
cribed as follows: 
Ferguson: Pre-,, and post-test over two specific areas were 
administered, along with the utilization of a 
control group and specific variables. Project 
and cooperative classes were given a treatment 
(classroom instruction) while the control group 
was not. 
Vivian: Pre- and post-test on Economic Understanding 
with the inclusion of specific variables and 
the.classification of the students' socio-
economic categories'as levels of scholastic 
ability. 
70 Ferguson's study was a comparison of the effectiveness of the 
project and cooperative methods of instruction based on two competencies 
TABLE I 
GRAPHICAL ANALYSIS OF TWO MAJOR RESEARCH STUDIES 
Age of student used as variable. 
Aptitude test scores used for 
portion of data. 
Class rank used as variable. 
Control group used. 
Economic understanding used as 
variable. 
Only variables used as control. 
Parental identification used as 
a variable. 
Pre- and post-test. 
Prior achievement of student used 
as variap le. 
Sex of student used as variable. 
Socioeconomic status of student 
used as variable. 
Used high school students. 













(a) Edward Trevor Ferguson, 11A Comparison of the Effectiveness of 
the Project and Cooperative Methods of Instruction on Selected 
Competencies in Distributive Education at the Secondary Level," 
(Unpublished doctoral disser.tation, Michigan State University, 
196 7). 
(b) Neal Edward Vivian, "Economic Understanding of Distributive 
Education Students," (Unpublished doctoral dissertation, University 
of Minnesota, 1966). 
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with several variables included. The competencies 71 were (1) Economic 
Understanding and (2) Sales Aptitude. The variables 72 included 
(1) soc~oeconomic background, (2) age, (3) sex, (4) prior achievement 
of the students as measured by the Sequential Tests of Educational 
Progress and Reading, and (5) the teacher's attitude was considered 
through the use of the Minnesota Teacher Attitude Inventory. These 
competencies and variables were incorporated to compare the effective-
ness of the project and cooperative methods of teaching high school 
distributive education. 
73 Ferguson's sample consisted of 733 students in ten Michigan 
high schools. Each school contained four groups of students: (1) an 
eleventh grade project method distributive education class, (2) an 
eleventh-grade English or social science control class, (3) a twelfth-
grade cooperative method distributive education class, and (4) a 
twelfth-grade English or social science control class. 
The data gathered were pertinent to those variables previously 
listed. A pre-test was given on Economic Understanding as well as on 
Sales Aptitude to all of the participating students. The distributive 
education students were then administered the treatment (classroom 
instruction) on each of the competencies tested, while the control 
groups were not given the treatment. At the conclusion of the treat-
ment the post-test (identical to pre-test) was given to each of the 
students involved. Three statistical procedures were used to analyze 
the data collected: 74 (1) t-tests, (2) correlational analyses, and 
(3) analyses of covari.ance. 
7S The major findings of Ferguson's study were: 
1. There was no statistically significant correlation 
between the variables of students' socioeconomic status 
students' age, students' sex, and teachers' attitude 
inventory scores and the scores students attain.on stan-
dardized.acheivement tests measuring reading. comprehension, 
economic understanding, and sales· comprehension, 
2. There was a positive correlation between student prior 
achievement, as inferred from test scores achieved on the 
STEP - Reading, and scores students attain on standardized 
achievement tests of economic understanding and sales 
comprehension, 
3. On the whole, the students in the two control groups 
scored higher than the distributive education students on 
the reading comprehension test. 
4. The results showed that two control groups (English 
and/or social science classes), on the whole performed 
as well as, or in some cases, better than the two dis~ 
tributive education groups on the tests of economic 
understanding and sales comprehension. However, after 
initial differences were adjusted for through the. analyses. 
of covariance, the differences in the scores.of.the two 
grade-level control groups and their respective distri-
butive education groups were not significant. 
5. The difference in the scores.of the cooperative 
method classes and the project method classeson the tests 
of sales comprehension were significant. There was no 
significant difference between the scores of these two 
groups on the test of economic understanding. On the 
whole, the cooperative method classes scored higher on 
all the tests, though only significantly higher on the 
tests of sales comprehension. 
76 Vivian's study considered the economic understanding of distributive 
education students; however, he did test other high school seniors 
(5,047 total) in Indiana. The purpose of his study was to determine 
relationships between economic understanding and other factors. Those 
factors were: (1) socio-economic background of the student, (2) scho-
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lastic ability, (3) participation in the distributive education program, 
(4) instruction in economics and (5) participation in the Junior 
Ah . 77 c 1evement program. 
The measuring instrument of the study was The Test of Economic 
Understanding, which Ferguson also used. The pre-test was administered 
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in October and the post-test at the end of the school year. Additional 
data were collected on each student, including: (1) parental occupation, 
(2) class rank and (3) subject completed in school. The students were 
classified into four socioeconomic categories and into three levels of 
scholastic ability. 78 ' 
The analysis of variance technique with unweighted means was used 
to test the hypothesis for pre-test, post-test, and adjusted gain scores 
on The Test of Economic Understanding. The hypothesis tested was: 79 
There are no significant differences of mean scores of stu-
dents classified according to socioeconomic level, class 
rank,.formal instruction in economics, participation in the 
distributive education program and participation in the 
Junior Achievement program. 
80 The major findings of Vivian's study were as follows: 
1. Parental Occupation, On pre-test, post-test and adjusted 
gain scores, no significant differences appeared for.socio~ 
economic level of the student as indicated by parental occu-
pation, so the hypotheses of no difference was accepted, 
2. Class Rank.. On the pre-test, post-test and adjusted 
gain scores, the hypotheses of no difference was rejected 
at the .05 level of significance. 
3. Instruction in Economics. On the pre-test and post-
test, significantly higher scores were made by economics 
students as compared to those not taking the course. 
However, no significant difference was found in the 
adjusted gain scores, 
4. Participation in the Distributive Education Program. 
The distributive education students scored significantly 
lower-on the pre-test and post-test than the nondistri-
butive education group. No significant differences appeared 
between the two groups on the adjusted gain scores. 
Vivian's conclusions included: 81 
1 .. Formal instruction in economics, participation in the 
distributive education program and in the Junior Achieve-
ment program are not signficantly related to level of 
economic understanding of high school seniors. 
2. Socioeconomic background is not significantly related 
to the level of economic understanding of the student. 
3. Scholastic ability of. the students: is signficantly 
related to thei+ level of economic understanding. 
The two research studies by Ferguson and Vivian, as described 
in the previous pages, related primarily to the testing of distri .... 
butive education students in academic subject content areas. Both 
of the researcher~ controlled several variables while analyzing the 
. 82 83 data collected. Two additional studies, by Kintz and Coakley are 
relevant to this researcher's study and mention of them was deemed 
necessary. 
Kintz 84 found in his study of the units being covered in project 
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approach distributive education classes that Retail Selling was covered 
i~ 100 percent of the classes; Advertising was covered in 98.1 percent 
of the classes; and, Management was covered in 85.7 percent of the 
classes. 
85 Coakley examined the effectiveness of project training in the 
classroom in distributive education by asking students and teacher-
coordinators to "respond to questions that would indicate attitude, 
level of accomplishment, and reaction to projects as a result of 
experience in project training." Coakley' s findings included: 86 
1. Students reported that projects gave them a better under-
.standing for working in marketing and distribution, 
2. Students reported the projects to have been well managed by 
the teacher-coordinator. 
3. Student attitudes toward the content learned in the compe-
tencies were favorable. 
4. The teacher-coordinator reported the most effective projects 
were those in which there was much student involvement. 
Projections 
Within the Vocational Education Amendments of 196887 was the 
stipuLation that each state: 88 
••• must use at least 15 percent of its annual basic 
vocational education allotment for programs for the 
disadvantaged (persons who have academic, socioeconomic, . 
. or other handicaps that prevent them from· succeeding 
in regular programs). 
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Specific programs for the disadvantaged could be initiated through 
distributive education with this money; however, some distributive 
education coordinators are helping their disadvantaged youngsters 
learn to help themselves by enrolling them in their regular high 
school D. E. program, 89 ' 90 • 91 , 92 Through the D. E. program the 
students are able to find employment, gain a basic understanding of 
both the world around them and the business world in which they are 
employed. 
Scolnick said "the ultimate goal of distributive education is 
93 the preparation of the student for useful employment." This state-
ment reflects back to all students enrolled in the high school distri-
butive education program. It is generally recognized that not all 
high school D. E. students will immediately enter the labor market, 
as some will attend colleges or other types of institutions. Chrismer's 
closing statement seems to echo what has been written in the past few 
94 pages. 
If schools are to be significantly better, they must be 
significantly different. The most important consideration 
for any business department organizing for improvements is 
to accept a complete adjustment. to such a philosophy, and 
to the improvements it implies. The intent. is to provide 
a better education for all boys and girls, 
Summary 
It has been the purpose of this chapter to present a sound basis 
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of research and other current literature regarding the cooperative and 
project methods of instruction in distributive education. The research 
studies reviewed showed that some research has been done with the two 
above mentioned methods of instruction and that more does need to be 
accomplished, The other literature reviewed provided background 
material.concerning distributive education. 
The.following three chapters will present (1) Research Methodology 
and Procedures, (2) Presentation and Analysis of the Data, and (3) 
Summary, Conclusions, and Recommendations. 
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CHAPTER III 
RESEARCH METHODOLOGY.AND PROCEDURES 
Introduction 
The primary objective of the study was to determine whether the 
project method of instruction is accomplishing its task of training 
young men and women to enter the world of work without the benefit 
of first hand experience in an on-the-job training situation such as 
the cooperative method approach. An exhaustive and a comprehensive. 
answer to the question implied by the objective of the study was not 
available, so three subject content areas of study were decided upon. 
to be used in testing students that were·previously and those that .. 
were not previously enrolled in the project method of instruction. 
Differences in their rate of achievement were determined and &nalyzed. 
The objective of this chapter is· to present (1) the instruments 
utilized in the study, (2) the method of determining socioeconomic 
status rank, (3) the population. from which the sample was taken, 
(4) data collection procedures, and (5) the method of data analysis 
employed. 
Instrumentation 
Two test instruments, (See Appendix D) one on Retail Selling and 
the other on Advertising and Sales Promotion were administered to each 
of the first year cooperative method students. Each of the s~cond year 
50 
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cooperative method students were administered trie test on Principles 
and Organization of Management. The test instruments utilized were 
developed for this study. In order to derive these instruments, a pool 
of author published test items were gathered from several publishing 
. 1, 2, 3, 4, 5, 6, 7, 8 h l d' 'b , d · companies tat supp y istri ut1ve e ucation 
textbooks. Each of the three original instruments included 90 items •. 
In order to choose the most appropriate and meaningful items for the 
final instruments to be used in this research, the Retail Selling and 
Advertising and Sales Promotion instruments were administered to 67 
first year cooperative method distributive education students in two 
metropolitan area high schools •. 
An additional objective of the pilot administration of the two 
test instruments was to ascertain the discriminating power for each 
of the test items included. To do so, the item discriminating power 
index test was applied to the upper and lower 27 percent of the usable 
test forms. Discrimination power indexes ranged from a high of +.76 
to a low of +.29 (See Appendix H). 
Ahmann and Glock state that: 9 
The discriminating power of a test item is its ability to 
differentiate between pupils who have achieved well (the 
upper group) and those who have achieved poorly (the lower 
group). To find a measure of discriminating power of a 
test item we must first specify the characteristics of the 
upper and lower groups •. 
Ahmann and Glock report that an effective means of determining the 
discriminating power of a test is 10 to: 
••• compute the number of correct discriminations and the 
number of incorrect discriminations, then to find the 
difference between them (the net amount of effect dis-
crimination), and, lastly, to express the discriminating 
power of the test item in terms of the percentage that 
the net amount of discrimination is of the maximum pos-
sible correct discrimination. 
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index of item discriminating power. 
number of pupils in upper group who answer the 
correctl:r• 
number.of pupils in the lower group who answer 
correctl:r. 
number of pupils in each of the two groups. 
test item 
the test item 
According to Ahmann and Glock, test should be composed of items 
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with levels of difficulty near 50 percent. These items will show more 
discriminating power than those of widely varying levels of difficulty. 
The authors also state that test items with less than +0,20 discrimi-
nating power are questionable items. Any negative value (such as -0. 40) 
discriminates in the wrong direction; the discriminating power of the 
item is unsatisfactory and should not be included in the instrument, 
The authors recommend that test items with discriminating powers 
between +.40 and +.70 be included. 
The second year cooperative students' test instrument on Principleey 
and Organization of Management also originally included 90 items that 
were combined from the same publishing companies' standardized test 
questions on Management. This instrument was developed too late in 
the school year to be administered to second year cooperative distri-
butive education students in order to obtain the reliability factor of 
each of the test items •. So that.the final test instrument wpuld con-
sist of test items of at least face validity, the original 90-item test 
b . b . d 1 f h · 
12 f on as1c Management was su m1tte .to a pane o tree Jurors or 
their consideration. The panel was asked to indicate those items they 
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beiieved were representative of the material included in the appropriate 
unit of study. Those items that two of the jurors concurred as not 
being representative were cast out of further consideration, From_ the 
total of 90 items, only three questions were indicated by two jurors 
to be nonrepresentative, Of the remaining 87 items, one of the three 
jurors indicated that 40 of them were nonrepresentative; however, the 
other two jurors felt they were representative. It should be pointed 
out that "one juror" referred to is a combination of responses from 
the panel of three jurors and not just a single juror indicating that 
40 items were unrepresentative, In choosing the 33 test items to be 
included, a table of random numbers was utilized. 13 
In addition to the three test instruments, a student data sheet 
(See Appendix A) was devised to obtain certain relevant and needed 
information concerning the student and the student's father (or mother 
if the father was deceased). Portions of the information on the data 
sheet were utilized as variables in the statistical analysis of the 
achievement scores of the students. 
Determining Socioeconomic Status 
Rank of Family 
The primary basis for determining socioeconomic status rank for 
the family of each student participating in this study was the NORG 
Occupational Prestige Scale, which is often referred to as the North-
. 14 15 Hatt Occupational Prestige Scale, ' The scale was developed as a 
result of a 1946 research study by North and Hatt and was based upon 
the response of 2,920 persons. The original list included one hundred 
occupations based upon the most frequently reported occupations from 
all status levels in the 1940 census. 
16 
The scale later was modified 
to the present ninety occupations listed in order from the most to the 
least prestigious rank. 
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In order to more accurately determine the socioeconomic status of 
all families, the Duncan Socioeconomic Index
17 ' 18 was used to classify 
those occupations not listed in the NORC Scale. The Duncan scale lists 
four-hundred twenty-five occupations and was constructed so that its. 
scores could be easily transformed to the NORC scale (See Appendix B). 
Sample 
The popl,1.lation in this research study consisted of distributive 
education students enrolled in the cooperative method of instruction 
classes in Oklahoma high schools that offered the project method of 
instruction during the 1967~68 and 1968-69 school years. The.sample 
consists of those students enrolled in the cooperative method of 
instruction in distributive education during the 1969-70 school year 
at those schools that previously offered the project method. Students 
involved are juniors and seniors enrolled in first and second year 
cooperative method distributive education. 
From a total population of 16 high schools, complete data were 
collected from eleven schools (See Appendix F), partial data from three 
schools, and two other schools were unable to participate in the 
researcho Partial data from the three schools were not included in 
the study. 
The total number of students participating in the study totaled 
264. First year cooperative method students number 172, with 87. stu-
dents having previously been enrolled in the project method of 
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instruction. The second year.cooperative students accounted for the 
remaining 92 participants. Forty-,.five of these students had previously 
been enrolled in the project method and 47 had not previously been 
enrolled. in the project method (See Appendix E). 
Geographical locations of the high· schools involved ranged from 
western and southwestern to the eastern and northeastern as well as 
the central portion of the State of Oklahoma. Population of the cities 
in which the schools were located ranged from approximately 7,000 to 
350,000. 
Data Collection 
Distributive education teacher-coordinators were contacted by 
the researcher during the latter portion of the 1968-69 school year and 
asked to participate in the research study. Each teacher was asked 
to participate to the extent of administering the test instruments to 
his or her students and collecting I. Q. scores and grade point averages 
for each participating student. Each of the teachers contacted was 
willing to participate and the administrators of their respective 
schools were willing to participate in the research. Letters con-
firming the administrator's agreement to allow research to be con-
ducted in the individual schools were sent to each of the superintendents 
involved (See Appendix G), One point made clear to each administrator 
was that the data collected would be kept in the strictest of confi-
dence and that a comparison of individual schools would not be made. 
Packets containing the appropriate materials were combined for each 
of the participating teacher.,.coordinators. Each packet contained copies 
of each of the three test instruments to be administered to the students 
56 
involved in the study, pre- and post-test answer sheets for each of 
the instruments, student data sheets, and a procedure form {See Appen-
dix C) for administering the test instruments. Directions were spelled 
out in detail as to when to administer the test instruments and have 
the student data sheet completed by each participating student. The 
student data sheet was to be completed during the first two weeks of 
school. Each of the pre-tests were to be administered to the students 
during the first week of schooL Each test instrument was designed in 
length so that it could be administered to the students in a maximun 
of one class period of 50 minutes. The post-test was the same as 
the pre-test and required a maximum of 50 minutes class time. The 
student data sheet required a maximum of 15 minutes to complete. The 
total maximum amount of class time spent in regard to the research 
study was three hours per student. 
A formal orientation session was held with the participating 
teacher-coordinators during the August, 1969, Vocational-Technical 
Education Workshop in Stillwater, Oklahoma. During this meeting 
packets of test instruments, answer sheets, procedure forms, _and 
return envelopes were given to those teachers participating._ The 
procedure form was explained along with the purpose of the research 
study and questions concerning the study and the teachers' responsi-
bilities were answered. 
Statistical Procedures 
Three research hypotheses were presented in Chapter One. The 
three hypotheses stated.the null form that there would be no signifi-
cant difference in achievement on sele.cted test instruments between 
the two groups of students previously and not previously enrolled in 
the project method of instruction. The data relating to these 
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hypotheses were statistically tested through the Single-Classification 
19 Analysis of Variance technique as described by Popham. 
Supportive data regarding the influence of socioeconomic status of 
the students' families on the achievement of students previously and 
not previously enrolled in the project method were presented as supple-
mentary data for the three hypotheses. The Multiple-Classification 
20 Analysis of Variance statistical technique as described by Popham 
was used to analyze the data relating to the influence of socioeconomic 
status on the students' rate .of achievement regarding each of the th:i;ee 
hypotheses. Specific hypotheses relating to socioeconomic status were. 
not constructed for the purpose of rejecting or failing to reject as 
a result of the data analysis. Instead, the data analysis served as 
a basis as to whether socioeconomic status influenced the students' 
rate of achievement on the test instrument. 
The variables I. Q. and Grade Point Average were also included 
in the research study. I. Q. scores of the students participating in 
the study were used primarily to test for homogeneity of groups. In 
addition, the I. Q. means were statistically tested by using the multi-
ple analysis of variance technique to determine whether there was a 
relationship between I. Q. and the year enrolled in the program. 
Student grade point averages were included as a variable to deter-
mine if a relationship existed between (1) socioeconomic status of the 
students' families and the students' grade point averages and (2) socio-
economic status of the students' families and whether the students were 
previously or not previously enrolled in the project method. The mean 
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grade points of the students were tested by utilizing the multiple 
analysis of variance technique to determine whether the above relation-
ships existed. 
As the data were received from the participating teacher-
coordinators the test answer sheets were grouped by subject content. 
area and hand scored. The accompanying student data sheets were 
grouped according to the year in which the student was enrolled in 
the cooperative method. Test scores for the first year cooperative 
students on the two tests Retail Selling and Advertising and Sales 
Promotion were transferred to the respective student data sheets for 
easy access to all data. For purposes of anonymity, each student was 
assigned a code number that appeared on each test instrument adminis-
tered to that student as well as his data sheet. This same procedure 
was carried out for the second year cooperative students who were 
administered the test Principles and Organization of Management •. 
The next step was to compile a master listing of all student test 
scores, grade point averages, I. Q. scores, and socioeconomic status 
rank of the students' families. The master listing was compiled by 
individual schools solely for the purpose of reporting to each 
teacher-coordinator how his school compared with the mean of all 
schools involved. This study does not include a comparison of 
individual schools for two reasons: (1) the size of the sample for 
each school is different, with a range of four to thirty-five first 
year students and a range of four to sixteen second year students, and 
(2) the researcher indicated to the teachers and their superintendents 
that such a comparison would not be made. 
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Each master listing (first and second year) was divided into two 
categories, (1) those students previously ·enrolled in the project method 
and (2) those students not previously enrolled in the project method 
of instruction, Data included in each category were: (1) pre-test 
score, (2) post-test score, (3) grade point average, (4) I. Q. score, 
and (5) difference score between the pre- and post-tests. 
In order to deal with only positive numbers in the statistical 
procedures the largest negative difference score, which was 27, was 
added as a constant to each student's test score. 
Data for each of the three hypotheses were divided into two 
groups, (1) those students previously enrolled in the project method 
and (2) those students not previously enrolled in the project method. 
The supportive data relating to the influence of socioeconomic status 
on the students' rates of achievement were grouped according to the 
socioeconomic status rank of the family (upper or lower) and whether 
the student was previously or not previously enrolled in the project 
method of instruction. The upper and lower socioeconomic status 
ranks were divided at approximately the fiftieth percentile as described 
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by Runyan and Haber. · The individual status ranks for the family of 
each participating student were derived from the NORC scale. 
Data pertaining to the relationship between mean I. Q. scores and 
the year enrolled in the program were grouped by the year that the 
student was enrolled in the cooperative method. and whether the student 
was previously or not previously enrolled in the project method of 
instruction. 
Data pertaining to the relationship between socioeconomic status 
and mean grade point scores and whether or not the student was 
previously enrolled in the l?roj ect. method were grouped into upper. and 
lower socioeconomic status levels and each level was divided into the 
two groups of students previously and not previously enrolled in the 
project method of instruction. 
Summary 
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It has been the purpose of this chapter to present the methodology 
and procedures utilized in this research study.· The instruments. used 
and their development were also explained. The basis for determining 
socioeconomic status was outlined and the procedure followed in 
gathering data was included. The statistical procedures employed 
were also discussed. Chapter IV will include a presentation and 
analysis of the data gathered. Chapter V will include a summarization 
of the data, conclusions from the data, and recommendations. 
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CHAPTER IV 
PRESENTATION AND ANALYSIS OF THE DATA 
Introduction 
The purpose of this chapter is to present and analyze the data 
that ~ere collected from participants in the study. The primary objec-
tive of the study was to determine whether the project method of 
instruction is accomplishing its task of training young men and women 
to enter the world of work without the benefit of first hand experience 
in an on-the-job training situation such as the cooperative method 
approach. An exhaustive and a comprehensive answer to the question 
·implied by the objective of the study was not available, so three 
subject content areas of study were decided upon to be used in testing 
students that were previously and those that were not previously 
enrolled in the project method of instruction. The data collected 
from the students involved in the study will serve as a basis to 
determine if there is a difference in the rate of achievement between 
those students previously enrolled in the project method of instruction. 
The three hypotheses presented in Chapter I were tested in the 
order listed. The analyses will be presented first in regard to the 
data analyzed by using the one way analysis of variance statistical 
technique and second in regard to the supportive data analyzed by using 
the multiple analysis of variance statistical technique. 
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Description of Student Achievement 
Student achievement was detemined by administering the three 
subject content area test instruments on a pre- and post-test basis. 
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The student achievement scores are presented in the form of differences 
between the pre~ and post-test on each instrument administered to the 
students. In order that only positive differences might be considered 
the largest negative difference was added as a positive constant to 
the difference score for each student on all three test instruments. 
The largest negative difference score on the three test instruments was 
27, therefore, the constant of 27 was added to each student's difference 
score. The ratio of difference scores was, of course, not modified by 
this addition. 
Statistical analysis of the data was achieved by using both the 
one way analysis of variance and the multiple analysis of variance 
statistical techniques. The one way analysis of variance was used 
to analyze the achievement difference scores on each of the three test 
instruments, with the only consideration being whether the student was 
previously or was not previously enrolled in the project method of 
instruction. The multiple analysis of variance was used to analyze 
the achievement difference scores on each of the three test instruments 
with two considerations: (1) whether the student was in the upper or 
lower socioeconomic level and (2) whether the student had previously 
or n,ot previously been enrolled in the project method. Too, multiple 
analysis of variance was utilized to analyze the students' I. Q. and 
Grade Point Average scores. The primary reason for including stude~t 
I. Q. 's and grade point averages was to determine if these variables 
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had any effect upon the rate of achievement of the students involved. 
The .OS level of significance was arbitrarily set as the level for 
rejecting the hypotheses. 
Analysis of Data Relating to the Hypotheses 
Hypothesis 1: There will be no significant difference in student 
achievement on the test Retail Selling between those students previously 
enrolled in the project method of instruction and those students not 
previously enrolled in the project method of instruction. 
The mean score differences for those students previously enrolled 
in the project method and those students not previously enrolled in the 
project method and total sample mean score differences are presented in 
Table II. 
1 The one way analysis of variance as described· by Popham was used 
to statistically analyze the data. The mean score diffel;'ence between 
the pre- and post-test for those students previously enJ;"olled in the 
project method of instruction was 29.22 with a high of sixty-three and 
a low of two. The mean score difference between the pre- and post-test 
for those students not previously enrolled in the project method of 
instruction was 31.41 with a high of sixty-six and a low of seven. The 
mean difference score of the total sample of students previously and 
not previously enrolled in the project method of instruction was 30.32. 
The one way analysis of variance on the test Retail Selling yield an 
2 F value of 1.5356 which was less than the 3.91 table value required 
for rejection of the hypothesis at the .05 level of significance. 
Therefore, hypothesis one cannot be rejected. 
TABLE II 
MEAN SCORE DIFFERENCES ON THE TESTS RETAIL SELLING, 
ADVERTISING AND SALES PROMOTION, AND PRINCJ:PLES 






















(a) - N = 172* 
(b) - N = 172* 










*The 172 participants that were administered the Retail Selling Test 
were also administered the Advertising and Sales Promotion Test. 
**The 92 participants that were administered only the Principles and 
Organization of Management Test. 
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One way analysis of variance results on the test Retail Selling 
for students previously enrolled in the project method and those stu-
dents not previously enrolled in the project method of instruction are 






ANALYSIS OF VARIANCE OF DIFFERENCE SCORES 
ON THE RETAIL SELLING TEST 
df S.S. M.S. 
1 206.8402 206.8402 
170 22897. 4389 134.6908 
171 23104.2791 
Not significant; 3.91 required for rejection at the .05 level 
F 
1. 5356 
Hypothesis 2: There will be no si~nificant difference in student 
achievement on the test Advertising and Sales Promotion between those 
students previously enrolled in the project method of instruction and 
those students not previously enrolled in the project method of 
instruction, 
The one way analysis of variance was used to analyze the data o~ 
the test Advertising and Sales Promotion. The mean score difference 
between the pre- and post-test scores for those students previously 
enrolled in the project method was 36.53 with a high of 71 and a low 
of 10. The mean score difference for those not previously enrolled 
in the project method was 34.92 with a high of 60 and a low of 0. As 
mentioned previously the difference scores are all positive numl,,ers, 
with the largest negative score having been added to each difference 
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score. The mean difference score of the total sample of students 
previously and not previously enrolled in the project method of 
instruction was 35.73. 
Students previously enrolled in the project method showed a mean 
score difference approximately one and one-half points higher than 
students not previously enrolled in the project method of instruction, 
The one way analysis of variance on the test Advertising and Sales 
Promotion yielded an F value of .7080 which was not significant.as 
the value required for rejection at the .05 level of significance was 
3.91. Thus, hypothesis two cannot be rejected. 
One way analysis of variance results on the test Advertising and 
Sales Promotion for students previously enrolled in the project method 
and those students not previously enrolled in the project method of 
instruction are presented in Table IV. 
SOURCE 
TABLE IV 
ANALYSIS OF VARIANCE OF DIFFERENCE SCORES ON THE 
ADVERTISING AND SALES PROMOTION TEST 
df S.S. M.S. F 
Be tween Groups L 111. 5959 111. 5959 . 7080 
Within .Groups 26792.1018 157.6005 
Total 171 26903.6977 
Not significant; 3.91 required for rejection at the .05 level 
Hypothesis 3: There will be no significant difference in student 
achievement on the test Principles and Organization of Management 
between those students previously enrolled in the project method of 
instruction and those students not previously enrolled in the project 
method of instruction. 
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The one way analysis of variance statistical technique was used to 
analyze the data relating to the above hypothesis. The mean score 
difference between the pre- and post-test scores for those students 
previously enrolled in the project method was 35.98 with a high of 
sixty-three and a .low of nine. The mean score difference for those 
not previously enrolled in the project method was 35. 43 with a high 
of 57 and a low of 18. The mean difference score of the total sample 
of students previously and not previously enrolled in the project 
method of instruction was 35.70. A difference of only .55 exists in 
the mean difference scores of the two groups, with those students 
previously enrolled in the project.method scoring higher. The one 
way analysis of variance on the test Principles and Organization of 
Management yielded an F value of .055 which was not significant, as 
the value required for rejection at the .05 level of significance was 
3.96. Hypoth~sis three cannot be rejected, 
One way analysis of variance results on the test Principles and 
Organization of Management for students previously enrolled in.the 
project method and those students not previously enrolled in the pro-
ject method of instruction are presented in Table V. 
In£luence of Socioeconomic Status on Achievement 
In order that an analysis might; be made as to whether the socio-. 
economic status level of each.participating student's family influenced 
the student's rate of achievement, the two groups of students previously 
TABLE V· 
ANALYSIS OF VARIANCE OF DIFFERENCE SCORES ON THE 
PRINCIPLES AND ORGANIZATION OF MANAGEMENT TEST 
SOURCE df S.S. M.S. 
Between Groups 1 7 .01 7 .01 
Within Groups 90 11468.47 127.43 
Total 91 11475.48 
Not significant; 3.96 required for rejction at the .05 level 
F 
.055 
and not previously enrolled in the project method were divided into 
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3 upper and lower socio-economic status (SES) groups. Hypotheses were not 
derived for the data relating to the influence of SES on the students' 
rate of achievement. These data fit into a supportive role for the 
three hypotheses stated previously. The multiple analysis of variance 
statistical technique was used to examine the influence of SES on the 
students' rate of achievement regarding each of the three hypotheses 
stated earlier. 
The mean score differences on the tests Retail Selling, Advertis-
ing and Sales Promotion, and Principles and Organization of Management 
in relation to the influence of SES on achievement are presented in 
Table VI. 
The mean score difference between the pre- and post~tests on 
the test Retail Selling for those students previously enrolled in the 
project method and in the upper SES group was 29. 7441 while the lower 
SES group mean difference score was 28.0909. The mean score difference 






MEAN SCORE DIFFERENCES.ON THE TESTS RETAIL SELLING, ADVERTISING AND 
SALES PROMOTION, AND PRINCIPLES AND ORGANIZATION OF MANAGEMENT 
IN RELATION TO THE INFLUENCE OF SES ON ACHIEVEMENT 
Retail Selling Advertising and Principles and Sales Promotion Organization and Managem~nt 
Upper Lower Upper Lower Upper Lower 
SES SES SES SES SES SES 
29.7441 28.0909 35.7441 37.2954 38. 1739 33.9090 
29.2820 30.8260 34.5384 35.2391 36.2400 34.5000 
.. 
the upper SES group was 29.2820 with the lower group scoring 30.8260. 
The upper SES level group previously enrolled in the project method 
scored higher than the lower group previously enrolled while the lower 
SES group not previously enrolled in the project method scored .higher 
than the upper group not previously enrolled in the project method. 
However, none of the differences in mean scores proved to be. 
significant as the F value relating to the method of instruction (pre-
viously enrolled in the project method or not previously enrolled in 
the project method) was 1.5274 which was less than the 3.91 table 
value required for rejection at the ,05 level of significance. The 
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F value relating to the SES level (upper versus lower) was .9224 which 
was not significant. The F value yielded for interaction among groups 
was .1672 and was also less than the 3.91 value required for rejection. 
Therefore, the data support the idea that SES has no significant 
influence on achievement on the test Retail Selling. 
Multiple analysis of variance results on the test Retail Selling 
for those students previously and not previously enrolled in the project 
method with each group divided into upper and lower socioeconomic status 
levels are presented in Table VII~ 
The mean score difference between the pre- and post-tests .on the 
test Advertising and Sales Promotion for those students previously 
enrolled in the project method and in the upper SES group was 35.7441. 
while the lower group that had previously been enrolled in the project 
method had a mean difference of 37.2954. The mean score for those 
students not previously enrolled in the project method and in the. upper 
SES group was 34.5384 while the lower group had a mean difference score 
of 35,2391. The lower SES level students scored higher on the average 
SOURCE 
TABLE VII 
ANALYSIS OF VARIANCE OF DIFFERENCE SCOR.ES 
ON THE RETAIL SELLING TEST WITH-RELATION 
,TO THE INFLUENCE OF SES ON ACHIEVEMENT 
df S.S. M. S, 
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F. 
Method** 1 206.8402 206.8402 1. 5274* 
SES 1 124.9121 124.9121 .9224* 
Interaction 1 22.6453 22.6453 .1672* 
Within 168 22749.8815 135.4159 
Total 171 23104.2791 
*Not significant; 3.91 required for rejection at the .OS level 
**Those students previously or not previously enrolled in the 
project method of instruction 
in both groups than did the upper SES level students. None of the 
differences, however, were significant, The F value relating to the 
method of instruction was .7014; the F value for SES level was .3019; 
and the F value yielded for interaction among the groups was .0831. 
All three F values were less than 1.0, which automatically indicated 
that they were not significant. The table value necessary for rejec-
tion at the .05 level of significance was 3.91. Therefore, the data 
support the idea that SES has no significant influence on achievement 
on the test Advertising and Sales Promotion. 
Multiple analysis of variance results on the test Advertising and 
Sales Promotion for those students previously and not previously 
enrolled in the project method with each group divided into upper and 
lower socioeconomic status levels are presented in Table VIII. 
TABLE VIII 
ANALYSIS OF VARIANCE OF DIFFERENCE SCORES ON THE ADVERTISING 
AND SALES PROMOTION TEST IN RELATION TO THE 
INFLUENCE OF SES ON ACHIEVEMENT 
SOURCE df S.S. M. S. 
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F 
Method** 1 111.5959 111. 5959 • 7014* 
SES 1 49.4656 49.4656. • 3109* 
Interaction 1 13.2290 13.2290 .0831* 
Within 168 26 729. 4072 
Total 171 26903.6977 
*Not significant; 3.91 required for rejection at the .05 level 
**Those students previously or not previously enrolled in the 
project method of instruction 
The mean score difference between the pre- and post-tests on the 
Principles and Organization of Management for students previously 
enrolled in the project method and in the upper SES group was 38.1739 
and the lower SES group Jp.~an difference score was 33.9090. The mean 
score.difference for those students not previously enrolled in the pro-
ject method and in the upper SES group was 36.2400 while the lower group 
had a mean score of 34.5000. The upper SES groups had higher mean 
difference scores than the lower SES groups in both the previously 
enrolled in project method group and the not previously enrolled in 
project method group. The differences were not significant as the F 
value yielded for method of instruction was .0550; the F value for 
socioeconomic status was 1.7054; and the F value for the interaction 
among groups was .3545, All three F values were less than the 3.96 
table value required for rejection at the .05 level of significance. 
Thus, the data support the idea that SES has no significant influence 
on achievement on the test Principles and Organization of Management. 
Multiple analysis of variance results on the test Principles and 
Organization of Management for those students previously and not pre-
viously enrolled in the project method with each group divided into) 
upper and lower socioeconomic status levels are presented in Table IX. 
TABLE IX 
ANALYSIS OF VARIANCE OF DIFFERENCE SCORES ON THE PRINCIPLES 
AND ORGANIZATION OF MANAGEMENT TEST IN RELATION TO 
THE INFLUENCE OF SES ON ACHIEVEMENT 
SOURCE df S.S. M.S, F 
75 
Method** 1 7 .0111 7.0111 .0550* 
SES 1 217.1752 217.1752 1.7054* 
Interaction 1 45.1548 45.1548 • 3545* 
Within 88 11206.1372 127.3424 
Total 91 11475. 4783 
*Not significant; 3.96 required. for rejection at the .05 level 
**Those students previously and not previously enrolled in the 
project method of instruction 
Findings Regarding I. Q. and Year of Enrollment Results 
I. Q. scores of the students participating in the research study 
were used primarily to test for homogeneity of groups. In addition, 
the I. Q. means were tested to determine whether there was a relation-
ship between I. Q, and the year enrolled in the program, 
The I. Q. means for the first and second year cooperative method 
students in relation to the previous enrollment in the project method 
are presented in Table X. 
TABLE X 
I. Q. MEANS FOR FIRST AND SECOND YEAR COOPERATIVE METHOD 
STUDENTS IN RELATION TO THE PREVIOUS OR NON-PREVIOUS 
ENROLLMENT IN THE PROJECT METHOD 
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100. 8505 98.7333 
102. 7058 103. 2553 
The mean I. Q. score for first year cooperative students previously 
enrolled in the project method was 100.8505 with a high of 129 and a low 
of 68. The mean I. Q. for the first year students not previously 
enrolled in the project method was 102.7058 with a high of 129 and 
a low of 71. Mean I. Q. scores for second year cooperative students 
previously enrolled in the project method was 98. 7333 with a high of 
127 and a low of 76. Second year cooperative students not previously 
enrolled in the project method had a mean I. Q. of 103.2553 with a 
high of 130 and a low of 67. 
Both the first and second year cooperative students not previously 
enrolled in the project method had a higher mean I. Q. than those 
students previously enrolled in the project method. The second year 
students not previously enrolled in the project method had a higher 
I. Q, than their first year counterparts. However, the first year 
cooperative students previously enrolled in the project method had 
a higher mean I. Q. than the second year cooperative students pre-
viously enrolled in the project method. 
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The differences were not great enough, however, to achieve signi-
ficance. The F value yielded for method of instruction was 3.6215, 
which approached significance; however, it. was less thart the 3.89 value 
required for rejection at the .05 level. The F values for year in 
the program mld interaction were • 2242 and., 7899 respectively and were 
both non-significant, as they were less than 1.0. Thus, the data would 
support the notion that a relationship does not exist between I. Q. 
and the year enrolled in the program; the groups were homogeneous. 
Multiple analysis of variance results of the I. Q. means for first 
and second year cooperative method students in relation to the students' 
previous or non-previous enrollment in the project method are presented 
in Table XI. 
Findings Regarding Grade Point Average and SES 
Student grade point averages were included as a variable to deter-
mine if a relationship existed between (1) SES of the students' family 
and the students' grade point average and (2) SES of the students' 
family and whether the student was previously or was not previously 
enrolled in the project method. Grade point average mean scores for 
first and second year cooperative method students previously and not 
previously enrolled in the project method, in relation to SES are 
presented in Table XII. 
The mean grade point average for first year cooperative method 
students previously enrolled in the project method and in the upper 
TABLE XI 
ANALYSIS OF VARIANCE OF I. Q. MEANS FOR FIRST AND SECOND YEAR 
COOPERATIVE METHOD STUDENTS IN RELATION TO THE 
STUDENTS' PREVIOUS OR NON-PREVIOUS 
ENROLLMENT IN THE PROJECT METHOD 
SOURCE df S.S. M. S. 
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F 
Method** 1 507.41 507.41 3.6215* 
Year 1 31. 41 31. 41 .2242* 
Interaction 1 111.67 111.67 • 7899* 
Within 260 36429. 45 140.11 
Total 263 37078.94 
*Not significant; 3.89 required for rejection at the .05 level 
**Those students previously and not previously enrolled in the 
project method of instruction 
TABLE XII 
GRADE POINT AVERAGE MEAN SCORES FOR FIRST AND SECOND 





AND NOT PREVIOUSLY ENROLLED IN THE PROJECT 
METHOD IN RELATION TO SES 
Upper SES Lower 
1st Year 2nd Year 1st Year 
2.1786 2.2917 2.0118 






SES level was 2.1786 with a high of 3.90 and a low of 0.70. The lower 
SES group mean was 2.0118 with a high of 3.50 and a low of 1.00. The 
mean grade point average for those students not previously enrolled 
in the project method and in the upper SES group was 2.3520 with a high 
of 3, 50 and a low of 1. 10. The lower group had a mean of 2. 2313 with 
a high of 3.63 and a low of 0.80. The upper SES groups had higher mean 
grade point averages than the lower groups in both the previously 
enrolled in project method group and the not previously enrolled in 
project method group. The differences were not significant as the F 
value yielded for teaching method was 3.3996; this only approached 
the table value of 3.91 required for rejection at the .05 level of 
significpnce, The F value for socioeconomic status was 1.7216 and 
the F value for interaction among groups was .2265, These two values 
were less than the 3.91 value required for rejection. Thus, the data 
would support the notion that (1) no relationship exists between SES 
of the student's family and the student's grade point average and (2) 
no relationship exists between SES of the student's family and whether. 
the student was previously or not previously enrolled in the project 
method, for the first and second year cooperative students. 
Multiple analysis of variance results of grade point averages for 
first year students previously and not previously enrolled in the pro-
' j ect method in relation to SES are presented in l'able XII~. 
The mean grade point average for second year cooperative method 
students previously enrolled in the project method and in the upper SES 
level was 2.2917 with a high of 4.00 and a low of 0.59. l'he lower SES 
group mean was 2.i790 with a high of 3.20 and a low of 1.20. The mean 
grade point for those students not previously enrolled in the project 
SOURCE 
TABLE XIII 
ANALYSIS OF VARIANCE OF GRADE POINT AVERAGES FOR FIRST 
YEAR COOPERATIVE METHOD STUDENTS PREVIOUSLY AND 
NOT PREVIOUSLY ENROLLED IN THE PROJECT 
METHOD IN RELATION TO SES 
df S.S. M.S, 
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F 
Method** 1 1. 5924 1. 5924 3.3996* 
SES 1 .8064 .8064 1. 7216* 
Interaction 1 78.7044 .1061 .2265* 
Within 168 81. 2093 .4684 
Total 171 
*Not significant; 3.91 required for rejection at the .05 level 
**Those students previously and not previously enrolled in the 
project method of instruction 
method and in the upper SES level was 2. 3464 with a high of 3, 40 and a 
low of 0.90. The lower SES group was 2,6077 with a high of 4.00 and 
a low of 1.60. 
The upper SES group previously enrolled in the project method had 
a higher mean grade point average than the lower SES group, while the 
lower SES group not previously enrolled in the project method had a 
higher mean grade point average than did the upper SES group. 
None of the differences were great enough to be significant, though. 
The F value yielded for teaching method was 2.5640; the F ~alue for 
socioeconomic status was .2547; and the F value for interaction among 
groups was 1.6959. Each of the three F values were less than the 3.96 
value required for rejection at the .05 level of significance. The 
data support the notion that (1) no relationship exists between SES of 
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the student's family and the student's grate point average and (2) no 
relationship exists between SES of the student's family and whether the 
student was previously or not previously enrolled in the project method, 
for second year cooperative method students. 
Multiple analysis of variance results of grade point averages for 
, second year students previously and not previously enrolled in the pro-
ject method in relation to SES are presented in Table XIV, 
TABLE XIV 
ANALYSIS OF VARIANCE OF GRADE POINT AVERAGES FOR SECOND 
YEAR COOPERATIVE METHOD STUDENTS PREVIOUSLY AND 
NOT PREVIOUSLY ENROLLED IN THE PROJECT 
METHOD IN RELATION TO SES 
SOURCE df S.S. M.S. 
Method** 1 1.2379 1. 2379 
SES 1 .1230 .1230 
Interaction 1 .8188 . 8188 
Within 88 42.4938 .4828 





*Not significant; 3.96 required for rejection at the .05 level 
**Those students previously and not previously enrolled in the 
project method of instruction 
FOOTNOTES 
1 W. James Popham, Educational Statistics (New York, 1967), 
pp. 164~177. 
2Popham, 'Table G,' The Five and One Per Cent Points for the 
Distribution of F, pp. 399-402. 
3socioeconomic Status (SES), Hereafter socioeconomic status 
will be referred to as SES. 
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CHAPTER V 
SUMMARY~ CONCLUSIONS, AND RECOMMENDATIONS 
Summary 
The primary objective of the study was to determine whether the 
project method of instruction is accomplishing its task of training 
young men and women to enter the world of work without the benefit of 
first hand experience in an on-the-job training situation such as the 
cooperative method approach. An exhaustive and a comprehensiveanswer 
to the question impli,ed by the objective of the study was not available, 
so three subject content areas of study were decided upon to be used in 
testing students that were previously and those that were .not previously 
enrolled in the project method of instruction. Differences in their 
rate of achievement were determined and analyzed. 
Students involved in the study were enrolled.in either.the first 
or second year cooperative method of instruction and each.of.these two 
groups were divided into those students previously.enrolled in the pro-
ject method and those students not previously enrolled in the project 
method of instruction. First year students were administered two con-
tent area tests on (1) Advertising and Sa:les Promotion. and (2) · Retail 
Selling. The second year students were administered the test Principles 
and Organization of Management. The tests were administered to each 
of the groups on a pre- and post-test basis. 
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The following three hypotheses were posed concerning the data 
collected. 
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Hypothesis 1: There will be no significant differencein-student 
achievement on the test Retail Selling between those.students previously 
enrolled in the project method of instruction and.those-students not 
previously enrolled in the project method of instruction; 
Hypothesis 2: '.['here will be no significant difference-in student 
achievement on the test Advertising and Sales Promotion between those 
students previously enrolled in the project method.of instruction and 
those students not previously enrolled in the project method of 
instruction. 
Hypothesis 3: !here will be no significant difference in student 
achievement on the test Principles and Organization.of.Management 
between those students previously enrolled in the projectmethod.of 
instruction and those students ·not previously enrolled in the project 
method of instruction. 
The primary data for each of the hypotheses were based on whether 
the student had previously or had not previously been.enrolled in the 
project method of instruction. Supplementary data for the.three 
hypotheses were analyzed in relation to the influence of SES on the 
students~ achievement. 
The variables I. Q. and Grade Point Average were included in the 
st1,1dy also. I. Q. means were used primarily to determine the homo-
geneity of groups, In addition, the· I. Q. means were . tes ted-0 to deter-
mine whether there was a relationship between I. . Q. and. the year 
enrolled in the program. Grade point means were included-:to determine 
if a relationship existed between ( 1) SES of the students' families 
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and the students' grade point averages, and (2) SES of the-students' 
families and whether the students were previously or-.were- not,·previously 
enrolled in the project method of instruction, Specific'hypotheses were 
NOT posed relating to these variables; instead, the data=-we:re· used to 
either support or fail to support the original three hypotheses. In 
each case, the data supported the hypotheses as written. 
Summary of Findings Regarding the Three Hypotheses 
A brief analysis of the data relating to the three-hypotheses 
reveals that students not previously enrolled in the- project method had 
a mean difference score slightly over two points higher than those 
students previously enrolled in,the project method of instruction on 
the test Retail Selling. However, this difference was far from a sig-
nifi,cant one, as the F value of 1. 5356 was less than the- table value 
of 3.91 required for rejection at the .05 level of significance. 
Students previously enrolled in the project method-had·a mean 
difference score approximately one and one-half points-.higher than 
those students not previously enrolled in the project method·onthe 
test Advertising and Sales Promotion. This difference was-not sig-
nificant as the F value of . 7080 was less than the. table value of 3. 91 
required-.for rejection at the 005 level of significance. 
The students previously enrolled in the project method had a mean 
difference score .53 higher than those students not previously enrolled 
in the project method of instruction on the test Principles-andOrgani-
zation of Management. This difference was not significant· as -the F 
value of .055 was less than the table value of 3.96 required for rejec-
tion at the .05 level of significance. 
Summary of Finding Regarding the Influence 
of SES on Achievement 
An analysis of the data relating to the three hypotheses, with 
regard to the influence of SES on a~hievement, reveals that the upper 
SES level groups in the previously enrolled in project method group 
had a higher mean difference than the lower SES groups on the Retail 
Selling and Management tests. In contra~t, the lower SES group had a 
higher mean difference than the upper SES group on the Advertising 
test. The lower SES level groups in the not previously enrolled in 
project method group had a higher mean differertce than the upper SES 
group on the Retail Selling and Advertising test. In contrast, the 
upper SES group had a higher mean difference than the lower SES group 
on the Management test. However, none of the differences were great 
enough to be statistically significant. 
Summary of Findings Regarding I. Q. Scores 
and the Year Enrolled in the Program 
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An analysis of the I. Q. scores of the students participating in 
the study re~eals that students in both the first and second year 
cooperative method that were not previously enrolled in the project 
method had higher mean I. Q. scores than students previously enrolled 
in the project method. However, these differences were not signifi-
cantly different at the .05 level. The first year cooperative method 
students previously enrolled in the project method had mean I. Q. scores 
higher than the second year students previously enrolled in the project 
method. The second year cooperative students not previously enrolled 
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in the project method had higher mean I. Q. scores than the first year 
students; however, the differences were not significant. 
Summary of Findings Regarding Grade Point 
Averages in Relation to SES 
Grade point averages were analyzed in relation to SES and previous 
or non-previous enrollment in the project method. Both the first and 
second year cooperative method students not previously enrolled in the 
project method had higher mean grade point averages in both the upper 
and lower SES levels than those previously enrolled in the projeqt met-
hod. The first year students in the upper SES level groups had higher 
mean grade point averages than the lower SES level groups for both those 
previously and not previously enrolled in the project method. The 
second year upper SES level group previously enrolled in the project 
method had a higher mean grade point than the lower SES group. How-
ever, the lower SES group not previously enrolled in the project method 
had a higher mean grade point than the upper SES group. None of the 
differences were significant, however. 
Conclusions 
None of the three hypotheses tested could be rejected. One major 
conclusion that can be reached from the data analysis is that there is 
no significant difference in the rate of achievement on the three con-
tent tests between those students previously enrolled in the project 
method and those students not previously enrolled in the project method 
of instruction. Possibly the most important conclusion that can be 
reached concerning the study is that those students who were previously 
enrolled in the project method of instruction definitely were not 
harmed by having experienced one year of project method training. 
It should be added, however, that the students were not helped, to 
a significant degree, by having been previously enrolled in the pro-
ject method of instruction. 
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Other conclusions are: 
1. Students not previously enrolled in the project method scored 
slightly higher, but not significantly higher, than those students 
previously enrolled in the project method of instruction on the test 
Retail Selling. 
2. Students previously enrolled in the project method scored 
slightly higher, but not significantly higher, than those students not 
previously enrolled in the project method of instruction on the test 
Advertising and Sales Promotion. 
3. Students previously enrolled in the project method scored 
slightly higher, but not significantly higher, than those students not 
previously enrolled in the project method of instruction on the test 
Principles and Organization of Management. 
4. Students in the upper SES level groups previously enrolled in 
the project method scored slightly higher, but not significantly higher, 
than the lower SES groups on the Retail Selling and Principles and 
Organization of Management tests. 
5. Students in the lower SES level previously enrolled in project 
method scored slightly higher, but not significantly higher, than the 
upper SES group on the Advertising and Sales Promotion test. 
6. Students in the lower SES groups not previously enrolled in 
the project method scored slightly higher, but not signficantly higher, 
than the upper SES group on the Retail Selling and Advertising and 
Sales Promotion tests. 
7. Students in the upper SES level group not previously enrolled 
in the project method scored higher, but not significantly higher, 
than the lower SES group on the Principles and Organization of Manage-
ment test. 
8. Students in both the first and second year cooperative method 
programs not previously enrolled in the project method had higher mean 
I. Q. scores, but not significantly higher, than those students pre-
viously enrolled in the project method of instruction. 
9. Students in the first year cooperative method previously 
enrolled in the project method pad higher I. Q. scores, but not signi-
ficantly higher, than the second year students previously enrolled in 
the project method of instruction. 
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10. Students in the seco,nd year cooperative method not previously 
enrolled in the project method had higher mean I. Q. scores, but not 
significantly higher, than the first year students not previously 
enrolled in the project method of instruction. 
11. Students in both the first and second year cooperative method 
programs not previously enrolled in the project method had higher mean 
grade point averages, but not significantly higher, in both the upper 
and lower SES levels than those students previously enrolled in the 
project method of instruction. 
12. Students in the first year cooperative method program in the 
upper SES level groups had higher mean grade point averages, but not 
significantly higher, than the lower SES level groups for both those 
previously and not previously enrolled in the project method of 
instruction. 
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13. Students in the second year cooperative method program in the 
upper SES level group previously enrolled in the project method had a 
higher mean grade point, but not significantly higher, than the lower 
SES group previously enrolled in the project method. 
14. Students in the second year cooperative method program in the 
lower SES group not previously enrolled in the project method had a 
higher mean grade point than the upper SES group not previously enrolled 
in the project method of instruction. 
Recommendations 
As stated previously, an exhaustive study of differences in all 
possible outcomes of the two methods of instruction was not available 
within the confines of a single study. Therefore, it is deemed necessary 
that further research be carried out in this area. Suggestions for 
further study are detailed below. 
One possibility for further measuring the success of former pro-
ject method students would be to divide the first year cooperative 
method students into two groups of those previously and those not pre-
viously enrolled in the project method. Then, the teacher-coordinator, 
the student, and the employer would rate the student employee in several 
categories when he is initially employed~ The student would then be 
rated again at the end of a specific period of time. In addition, the 
students could be administered tests of the nature used in this study 
or standardized tests such as those used by Ferguson and Vivian. 
A second possibility for research would be to use the occupational 
objective of the student when he entered the project method and again 
upon entering the cooperative method. Relationships that might be 
checked would inGlude: (1) where he is employed in relation to both 
his prior and present occupational objectives, (2) does he remain 
employed, (3) does his occupational objective have a relationship to 
either his father's or mother's occupation? 
A third research possibility would be to combine the method of 
the present study with the variables and statistical techniques used 
by Ferguson in his comparison of project and cooperative method stu-
dents. The objective would be to test the same type groups as did 
this researcher and control the variables I. Q., G. P.A., Age, Sex, 
and Prior Achievement of the student through usage of the Multiple 
Analysis of Covariance statistical technique. 
It is definitely the recommendation that the project method of 
instruction be continued. The reason underlying this statement is 
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that students achieve in many ways other than on subject content tests. 
The projects completed in the laboratory as well as the subject content 
material learned help the student to develop into a more capable and 
well-rounded employee. 
Opinions and Conclusions of the Researcher 
The writer spent the school years 1965-66 and 1966-67 as a distri-
butive education teacher-coordinator in the Oklahoma City Public Schools 
at Northwest Classen High School. During the 1965-66 school year, 
Mr. M. J, DeBenning, Oklahoma Distributive Education State Supervisor, 
announced that the project method of distributive education would be 
implemented into high schools where the teacher-coordinator was willing 
to initiate the program. The combination of being a new teacher-
coordinator and knowing very little if anything about the project 
method.caused this writer to be one of several not willing to initiate 
the project method of instruction. At this point, the writer did not 
feel that the project method was the answer to the problems that were 
facing distributive education. Since that time, the writer has read 
many articles and done much research on the project method of instruc-
tion, This writer feels that those students enrolled in the project 
method of instruction have a definite advantage over those students 
not enrolled in the project method when initially beginning as .a 
student trainee, in a business firm, as a first year cooperative 
method student, 
The writer feels that the project method of instruction is a much 
better tool than some distributive educators give it credit. If these 
individuals would try the project method of instruction, they would 
find that their cooperative method students (some of which would have 
come through their project method class) would, on the average, be 
better employees. The underlying reason for this statement comes from 
two primary sources. One is the D. E. teacher-coordinators who have 
previously taught the project method and the second is the writer's 
association with students who have previously been enrolled in the 
project method of instruction. Those students who were previously 
enrolled in the project method have matured with the experiences they 
have encountered in the project method class. This statement is one 
that has been echoed by teacher-coordinato_rs who have previously 
taught the project method. 
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APPENDIX A 
DISTRIBUTIVE EDUCATION 




STUDENT DATA SHEET 
NAME ____ L_a_s_t __________ F_i_r_s_t ______ --_____ Mi_'_d_d_l_e--In-1-·t-1-·a~l 
SEX: Male Female AGE: GRADE: Junior ~--- ---- ----- ----
Senior ---
TYPE PROGRAM: (Check one) DE II (1st year cooperative) 
DE III --- (2nd year cooperative) 
D. E. Coordinator's Name -------------------------------~ 
Were you previously enrolled in the project program of Distributive 
Education? YES NO 
FATHER'S OCCUPATION ---.,..----------------------------(Mother if father deceased) 
Does your father have a college degree? YES NO ---(Mother if father deceased) 
NAME OF D. E. STUDENT'S HIGH SCHOOL -----------------------
APPENDIX B 
SAMPLE OF INFORMATION USED IN DETERMINING 










FAMILY SOCIOECONOMIC STATUS 
Reason for Assignment 
Dun~an - Clerical and 
kindred 
NORC 











PROCEDURE INFORMATION SHEETS 
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PROCEDURE FOR ADMINISTERING INSTRUMENTS 
AND COLLECTING OTHER PERTINENT DATA 
First Week 
1. Have students fill in data sheet in class. Please ask that all 
blanks be filled in completely. All Cooperative Students (DE II 
and III) are to complete one data sheet each. 
(a) Be sure that the students understand the question concerning 
whether or not they were in Project D. E. class. 
2. Administer (1) Retail Selling and (2) Advertising and Sales Promo-
tion tests to DE II students. Use the appropriate answer sheets 
and be sure to use the ones with September 1969 at the top for this 
first time. 
3. Administer the Business Management test to the DE III students. Use 
the appropriate answer sheets and be sure to use the ones with 




Be sure to save the test sheets as the same tests will be readminis-
tered the 8th, 9th or 10th week. 
Sometime between now and the 9th week; please get each student's 
I. Q. score and the two (2) previous semester's grade point average. 
There is a sheet for DE II students and a separate sheet for DE III 
students. 
Eighth, Ninth, or Tenth Week 
1. Administer (1) Retail Selling and (2) Advertising and Sales Promo-
tion tests to DE II students. Use the appropriate answer sheets 
and make sure they have November 1969 at the top for this second 
test. 
2. Administer the Business Management test to the DE III students. Use 
the appropriate answer sheets and make sure they have November 1969 
at the top for this second test. 
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3.* Put all answer sheets; student data sheets; and the DE II and DE III 
G. P--:--X. and I. Q. score sheets in th~ enclosed envelope addressed to: 
Jimmie Thrash, 4708 Del Porte, Oklahoma City: and mail third class, 
educational materials. When I receive the materials, I will return 
the money to you that you have spent on postage. 
Thanks very much for .your help. 
*You may keep the actual tests or throw them away. Just send me 
the answer sheets. 
Units to Cover 
After you have administered the tests the first time, cover the follow-
ing units and then retest the students. 
DE II 
Textbook - Retailing Principles~ Practices, Richert, Meyer and 
Haines. 
Retail Selling 
1. Unit 8 if 4th edition is used 
2. Unit 6 if 5th edition is used 
Advertising and Sales Promotion 
1. Unit 12 if 4th edition is used 
2. Unit 9 if 5th edition is used 
DE III 
Textbook - Business Principles and Management, Shilt and Wilson 
Chapters: 1, 2, 3, 4, 5, 6, 7, 11, and 12 
APPENDIX D 
DATA COLLECTION INSTRUMENTS 
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DISTRIBUTIVE EDUCATION II 
ADVERTISING AND SALES PROMOTION 
Section One: TRUE-FALSE 
Directions: DO NOT WRITE ON THE TEST! USE THE ANSWER SHEET PROVIDED'! 
Eachc>f the following statements is either true or false. 
If the statement is true, place the capital letter "T" in 
the corresponding answer blank. If the statement is false, 
place the capital letter "F" in the corresponding answer, · 
blank. 
1. In an advertising layout the main purpose of the body copy is to 
attract the attention of the reader. 
2. Prestige advertising is the form of institutional advertising that 
informs the public on the many ways in which the store serves 
customers. 
3. Advertising is more compelling than any personal contact on the 
part of a salesman. 
4. The sales volume produced by vending machines in the United States 
amounts to less than one percent of all retail trade. 
5. The decor of a window display should be from the seller's view-
point. 
6. Retail representatives of stores frequently address groups of women 
on such subjects as clothing, fashion, and interior decoration with 
no attempt to close sales at these meetings. 
7. It is wise to rely only on impersonal announcements such as posters 
in urging people to come to a meeting to hear a speaker. 
8. Deliverymen, cashiers, and creq.it personnel have no part in promoting 
sales and customer good will. 
9o Sales promotion that co-ordinates the efforts of all in the store 
usually pays small dividends. 
lOo An advertising plan is not part of the stores total budgeting pro-
cedure. 
Section Two: MULTIPLE-CHOICE 
Directions: Ea.ch statement or question is followed by four phrases or 
statements, one of which correctly completes the statement 
or is the best answer to the question, Place the letter 
of the best choice in the corresponding answer blank. 
11. Which.of the following media takes most of the retail advertising 
dollar? (a) newspapers, (b) catalogues, (c) direct mail, (d) radio, 
12. The most common practice amoung retailers is to spend money for 
advertising according to (a) the value of the inventory, (b) the 
amount needed to accomplish a purpose, (c) a percent of sales, 
(d) a fixed percent of the margin. 
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13. Which of the following statements best describes the cost of trading 
stamps to the merchant? (a) the cost varies with type of store and 
kind of goods sold, (b) stamps do not cost money because they result 
in an increase of sales, (c) at least a 50 percent increase in volume 
is needed to cover the clerical costs, (d) a sales increase of about 
25 percent will cover the costs. 
14. Which of the following sources of information would be of least 
value.to the retailer who wanted to know what is selling? (a) sales-
people and buyers of own firm, (b) salesman from wholesale and 
manufacturers, (c) last year's stock-control records, (d) trade 
associations. 
15. Which.of the following is not part of the "B-complex" recommended 
for writing advertisements that sell? (a) be simple, (b) be 
specific, (c) be sincere, (d) be practical.· 
16. The elements that make up the communications view of advertising 
are (a) sender, message, medium, receiver, and feedback, (b) paid 
form, nonpersonal presentation, ideas and services, and identified 
sponsor, (c) advertiser, paid message, nonpersonal medium, and 
consumer. 
17. The successful producer gives customers (a) what the producer thinks 
they should have, (b) what the retailer thinks they should have, 
(c) what the producer knows they want. 
18. In early periods of history, symbolic signs, such as the large 
boot of the shoe merchant, were used because (a) it was too expen-
sive to have signs printed, (b) most people could not read, (c) the 
stores had no windows in which to display their goods. 
19. Before the nineteenth century, advertising progressed (a) rapidly, 
(b) at a moderate rate, (c) very slowly. 
20. The object of much of the advertising and sales promotion of mail-
order houses is to (a) pave the way for the salesman, (b) produce 
immediate sales, (c) get customers to enter the store. _ 
21. A leader is (a) an article advertised at a cut price to attract 
customers into the store, (b) the first page in a m~gazine, (c) the 
lowest priced item in a window display. 
22. When a store does not mention any particular merchandise in its 
advertising, but aims to create goodwill on the part of the public, 
this type of advertising is known as (a) selective advertising, 
(b) industrial advertising, (c) institutional advertising. 
23. The most successful sales promotion activities involve (a) effec-
tive nonpersonal selling methods, (b) effective personal selling 
techniques, (c) the coordination of nonpersonal selling methods 
with personal selling, (d) proper interior and exterior display. 
24. Institutional advertising attempts to (a) educate customers about 
products or services that are new, (b) build goodwill for the 
future, (c) keep in the customer's mind a product in regard to 
which she has already been educated, (d) stress the immediate 
availability in a certain place of goods for which demand already 
exists. 
25, The major advertising medium that most retail stores use is 
(a) radio, (b) television, (c) newspapers, (d) direct mail. 
26. The real you attitude in written sales presentations is shown 
(a) by the use of special words, (b) by the frequent use of the 
prospect's name, (c) by the writer keeping his firm's interest 
constantly in mind, (d) by the writer keeping the reader's 
interest constantly in mind. 
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27. Enclosing in the sales letter a business reply envelope with no 
postage required is an example of (a) making it easy for the reader 
to act, (b) urging the reader to act, (c) offering the reader 
inducements to act, (d) offering a premium to act promptly. 
28. Sirice selling by telephone is very competitive, the merchandise 
or service offered must be (a) high priced with medium quality, 
(b) low priced with low quality, (c) of good quality and fairly 
priced, (d) high priced with high quality. 
29. "Good morning, Mrs. Jones. This is Mr. Pierce of Pierce Fine 
Foods.. We haven't done any business with you for some time and 
I thought I'd call 'you and find out why." This attention-getter 
is classified as (a) inactive account approach, (b) thank-you 
approach, (c) special occasion approach, (d) service approach. 
30. Inflection is a voice quality which means (a) certain words are 
emphasized more than others, (b) a change in pitch or tone, (c) 
words are spoken clearly and distinctly, (d) the pitch of the 
voice is held constant. 
31. Sales promotion by radio and TV is considered successful only when 
(a) there is an increase in sales, (b) the margin of markup on the 
extra business exceeds the cost of the promotion, (c) fan mail is 
received that is complimentary, (d) new customers are acquired. 
32. The design of the layout should direct the eye movements of the 
reader from: (a) left to right on the advertisement, (b) center 
of page to top arid then back down to the bottom, (c) right center 
to left side of page, (d) top of the advertisement through the 
other elements. 
33. The most importantelement of the advertisement should be placed 
at the (a) upper right hand side of the ad, (b) upper left hand 
side of the ad, (c) center of the page at the top, (d) optical 
center of the page. 
34. Which- of the following statements best describes the true meaning 
of the statement, "The Consumer is King"? (a) That consumers are 
always able to purchase what they most desire. (b) That human 
wants-are so insatiable that producers need not fear over-
production. (c) That producers who fail to provide want-satisfying 
commodities will have to advertise extensively. (d) That producers 
who most effectively satisfy consumers' needs will be the ones most 
richly rewarded. 
35. The determination of consumer demand before goods are produced 
results in which of the following? (a) There is a greater need 
for high-pressure selling, (b) There is greater financial risk for 
the producer, (c) There is no need for advertising, (d) "Low-
pressure buying" takes the place of "high-pressure selling." 
36. By placing emphasis upon the consumer and his wants, the function 
of selling and advertising will be which of the following? 
(a) Interpreting the utility of the product in terms of customers' 
needs and wants, (b) Deciding whether advertising or personal 
selling is to be used to create sales volume, (c) Tempting the 
consumer to at least give the product a trail, (d) Forcing the 
consumer to change his wants and desires to conform to those of 
the producer. 
37. An advertiser should employ which of the following to get customers 
to believe what his advertising says? (a) Talk prospect's language, 
(b) Orient message to prospect's experienc~, (c) Start with the 
truth, (d) All of the above. 
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DISTRIBUTIVE EDUCATION II 
RETAIL SELLING 
Section One: TRUE-FALSE 
Directions: DO NOT.WRITE ON THE TEST! USE THE ANSWER SHEET PROVIDED! 
Eachof the following statements is either true or false. 
If the.statement is true, place the capital letter "T" in 
the corresponding answer blank. If the statement is false, 
place the capital letter "F" in the corresponding answer 
blank. 
1. One good reason for using the merchandise approach is that often 
the customer will tell you what kind of item he wants. 
2. When faced with a customer who is making excuses for not buying, 
the salesperson should "brush off" the excuses by giving more 
selling points. 
3. When a prospect raises objections, it indicates that there is no 
interest in the article. 
4. To avoid overselling, the wholesale salesman should always advise 
the retailer to order less than he can use. 
5. In the average supermarket the average customer buys about one 
half of hi~ p~rchases on impulse. 
6. Trading up involves the sale of additional merchandise. 
7. Handling more than one customer at a time is adaptable to the 
sale of all kinds of merchandise. 
8. It is possible for a customer to be decisive at one time, at another 
to be stubborn, suspicious, or even obstinate all during the same 
sale. 
9. Friendship between the buyer and the seller does not enter into the 
securing of business either for the first time or for repeat business. 
10. It would be a service to a customer who asks for goods not in stock 
to turn her away immediately rather than attempt to show her what 
is in. stock. 
S~ction Two: MULTIPLE-CHOICE 
Directions: Each statement or question is followed by four phrases or 
statements, one of which correctly completes the statement 
or is.the best answer to the question. Place the letter of 
the best choice in the corresponding answer blank, 
11. Which technique should be avoided when trading up? (a) Point out 
similar features in both products. (b) Say that the lower-priced 
merchandise is "cheap" or of "poor quality." (c) Determine the 
customer's intended use before trying to trade up. (d) Point out 
the additional features of the more expensive product. 
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12. "COD" means (a) call or deliver, (b) credit on demand, (c) collect 
on delivery,. (d) cash on demand. 
13. A "charge-send" sale would affect all but which one of the follow-
ing departments: (a) customer service, (b) credit, (c) accounting, 
(d) delivery. 
14. A check should not be accepted if it is (a) written in indelible 
pencil, (b) dated yesterday; (c) endorsed with a name only, (d) 
endorsed "For Deposit Only". 
15. Selling is the specialized business of assisting and persuading 
prospective customers to buy goods and services (a) at a profit 
for the seller only, (b) for the satisfaction of the buyer, (c) 
to the mutual satisfaction of both seller and buyer, (d) at the 
lowest possible price, 
16. The main difference between personal and nonpersonal selling is 
(a) the former involves talking to a particular prospect, especially 
face to face, and the latter does not, (b) personal selling connnuni-
cates.a message to a group of people, (c) personal selling includes 
advertising, (d) nonpersonal selling is tailored to meet a special 
set of circumstances involving a specific prospect. 
17. Spending that results in satisfying needs rather than wants is 
called (a) discretionary spending, (b) subsistence spending, (c) 
arbitrary spending, (d) budgetary spending. 
18. All of the following motives are patronage motives except (a) 
quality, (b) exercise, (c) assortment, (d) friendship or bias. 
19. The salesman should discuss the care of the product in his sales 
talk because (a) proper care will result in rewer returns, (b) 
if goods are ruined because they are not properly cared for, 
the customer seldom blames himself, (c) the customer probably will 
blame.any defective operation on the quality of the merchandise 
and may refuse to buy from the seller in the future, (d) all of 
the above. 
20. An appeal to the emotions is most easily made by (a) using facts 
and figures, (b) offering warranties, (c) presenting testimony, 
(d) picturing an article in use. 
21. A real objection, and not an excuse, such as "I want to look 
around before I decide," is an example of an objection to (a) the 
goods, (b) the seller, (c) immediate action, (d) price. 
22. An objection to the goods should be handled by (a) showing more 
suitable goods, (b) contradicting the customer, (c) generalizing 
that the goods are in current demand, (d) claiming that. the objec-
tion is not valid. 
23. Most successful salesmen do not talk about (a) performance, (b) 
quality, (c) efficiency, (d) price. 
24. Generally, the time to handle an objection is (a) after the demon-
stration, (b) at the moment the objection is raised, (c) just 
before attempting to close the sale, (d) during the close. 
25. In agreeing on the terms of retail sales, the salesman should 
(a) encourage customers to pay cash or to charge their purchases 
and themselves, (b) suggest that goods be sent C.O.D., (c) suggest 
that all goods be delivered by the company to prevent breakage 
and returns, (d) insist on cash for the purchases. 
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26. The securing of information about a customer prior to actual contact 
(a) is a waste of time, (b) hinders the salesman in making the 
close, (c) is never a waste of time, (d) is particularly impor-
tant in tailoring the sales presentation to a most difficult 
customer. 
27. A good rule for a salesman to follow is to (a) talk to all cus-
tomers as if they are the same age, (b) adapt the sales talk to 
the age and other characteristics of each prospect, (c) talk to 
prospects as if they are younger than they really are, (d) treat 
men and women alike. 
28, The customer type that tends to be confident, positive, and in 
most cases opinionated is the (a) decisive type, (b) impulsive 
type, (c) deliberate type, (d) stubborn type. 
29. When the salesman knows it is difficult to make an appointment with 
a prospect, it is good practice to make the appointment (a) by a 
well-constructed letter, (b) by telephone, (c) by the invitation 
method, (d) by calling in person and asking for an appointment. 
30. The type of greeting which most easily transfers the customer's 
attention from the salesman to the merchandise is called the 
(a) informal approach, (b) formal approach, (c) merchandise 
approach, (d). service approach; for example, "May I help you?" 
31. One question a salesman may ask that would aid him in analyzing 
the customer's needs and will not block the sale is (a) "How 
much would you like to pay?" (b) "To what use will the product 
be put?" (c) "What size do you wear?" (d) "What color do you 
like?" 
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DISTRIBUTIVE EDUCATION III 
BUSINESS PRINCIPLES AND MANAGEMENT 
Section One: YES-NO 
Directions: DO NOT WRITE ON THE TEST! USE THE ANSWER SHEET PROVIDED! 
Each~of the following questions can be answered"yes" or 
"no." If the answer to thequestion is "yes," place the 
answer "yes" in the corresponding answer blank. If the 
answer is "no," place the answer "no" is the correspond-
answer blank. 
1. Since laws have been passed to control the resale price of certain 
goods, can it be said that business is no longer competitive? 
2. Is the amount of goverment regulation of business decreasing? 
3. Can today's businesses be characterized as "dynamic"? 
4. Is a bank classed as a service type of business? 
5. Do businesses that honor credit cards usually pay the credit card 
company for the credit card service? 
6. Did the Ford Motor Company begin business wihout Henry Ford invest-
ing cash? 
7. Can job security be listed as an advantage of operating one's own 
business? 
8. Are persons to whom a business owes money called debtors? 
9. Must a corporation obtain permission from the federal government 
before it can operate as a business? 
10. Is giving an employee a specialized type of work an example of 
delegation of authority? 
11. Does a stock-control card show the balance on hand after each 
purchase and after each withdrawal of stock? 
12. If you take a partner into your business, is his investment known 
as borrowed capital? 
13. Do commercial credit companies lend money on accounts receivable? 
Section Two: MULTIPLE-CHOICE 
Directions: Each statement or question is followed by two or more 
phrases or statements, one of which correctly completes 
the statement or is the best answer to the question. Place 
the letter of the best choice in the corresponding answer 
blank. 
14. The manufacture of a pair of shoes creates (a) form utility, (b) 
time utility, (c) place utility. 
15, A person who rents an automobile from a car-rental business has 
what is known as (a) the right of possession, (b) the right of 
ownership, (c) the right of use, (d) both the right of possession 
and the right of use, 
16. A very important characteristic of free enterprise is (a) competi-
tion, (b) fair-trade laws, (c) monopolistic practices. 
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17. People invest in businesses primarily because they wish (a) to make 
profits, (b) to have a safe place for their money. (c) to see the 
country become prosperous, (d) to be known as capitalists. 
18. The percentage of families in this country that change their 
residence within a year is about (a) 5 percent, (b) 10 percent, 
(c) 20 percent, (d) 30 percent. 
19. The part of the personal consumption income that is being spent for 
services is estimated to be about (a) 10 percent, (b) 20 percent, 
(c) 30 percent, (d) 40 percent. 
20. The number of businesses in this country having more than 1,000 
employees is approximately (a) 3,500; (b) 10,000; (c) 25,000; 
(d) 50,000. 
21. Surveys of newly established small businesses indicate that within 
the first year the number that discontinue operations is approxi-
mately (a) 5 percent, (b) 10 percent, (d) 20 percent, (d) 33 1/3 
percent. 
22. Which of the following is not considered an advantage of operating 
one's own business? (a) social standing, (b) difficulty of retire-
ment, (c) job security, (d) increased income. 
23. A balance sheet of a busines"s is a financial report showing (a) only 
the assets, (b) only the assets and the claims against the assets, 
(c) the assets, the claims against the assets, and the equity of 
the owner (s). 
24. An advantage of the sole proprietorship is that (a) the owner is 
not hindered in making decisions, (b) the owner usually has some 
special ability, (c) this type of business usually finds it easy 
to obtain additional funds. 
25. The written agreement to operate a partnership is known as the 
.(a) certificate of incorporation, (b) balance sheet, (c) articles 
of copartnership. 
26. A disadvantage of one's being a partner in a business is the (a) 
unlimited financial liability of a partner, (b) contribution of 
each partner's goodwill, (c) pooling of management ability. 
27. The limited partnership type of business is confined mainly to 
(a) manufacturing businesses, (b) retail stores, (c) brokerage firms. 
28, A memorandum written by the credit manager to the sales manager in 
the same business is known as (a) a credit line, (b) an interoffice 
communication, (c) an outgoing communication. 
29. For filing correspondence pertaining to various schools that pur-
chase textbooks, the textbook publisher that has a national market 
probably will use (a) an alphabetic file, (b) a numeric file, (c) 
a geographic file. 
30. When planning the start of a new business, the easiest amount to 
estimate is (a) sales, (b) net profit, (c) fixed capital. 
31. When a business replaces a piece of equipment because that equip-
ment is out of date, it is said that the replacement was necessary 
because .of (a) depreciation, (b) obsolescence, (c) depletion, 
32. The investment made by stockholders is known as (a) short-term 
capital, (b) borrowed capital, (c) proprietary capital. 
33. The value indicated on the stock certificate is known as the 
(a) book value, (b) par value, (c) market value, 
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G. P.A. and I. Q, Score Chart 
' 
Year in 
Previous Two (2) Student Name Coop. I. Q. Score 




PARTICIPATING STUDENT POPULATION 
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PARTICIPATING STUDENT POPULATION 
Retail Selling Advertising Management 
Previously 
in Project 87 87 45 
Not Previously 
in Project 85 85 47 
Totals 172* 172* 92 
*The 172 students were administered both the Retail Selling and Adver-
tising instruments and represent a combined total of 172 students 
for both groups. 
APPENDIX F 
PARTICIPATING HIGH SCHOOLS 















PARTICIPATING HIGH SCHOOLS 
AND STUDENT SAMPLE SIZE 
118 
First Year Second Year 
Previously Not Previously Previously Not Previously 
in Project in Project in Project in Project 
11 10 4 6 
2 2 4 4 
8 4 9 
8 3 8 7 
l 10 3 10 
19 16 2 3 
5 3 3 3 
12 10 
2 4 5 1 
5 7 5 11 
14 16 2 2 
87 85 45 47 
APPENDIX G 
SAMPLE LETTER OF CONFIRMATION TO DO RESEARCH 
IN LOCAL HIGH SCHOOLS 
119 
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July 22, 1969 
Mr. Superintendent ~----------~' Public Schools ------- ' Oklahoma 
Dear Mr. 
This letter ~s to confirm our telephone conversation of Monday, July 14, 
1969 during which my request to conduct research in your local distri-
butive education program was approved. The research will be conducted 
as described below. 
The study involves only those schools in Oklahoma that offered the pro-
ject method of instruction in distributive education during the past 
school years of 1967-68 and 1968-69. The students involved will be 
only DE students that are in the cooperative program during the 1969-70 
school.year. Two instruments will be administered to the DE II students 
and one instrument to the DE III students. The instruments will be 
given on a pre- and post-test basis. The pre-test and post-test will 
take only one hour each of the student's time. Only distributive 
education students will be involved and the test will be administered 
during their regular DE class period. Additional data desired will 
be grade point averages and IQ scores of the students. The information 
will be kept in the strictest of confidence and names will not appear 
in the study in any form. 
Thank you very much for your cooperation in this research project. 
Sincerely, 
Jinunie Thrash, Research Assistant 
Research Coordinating Unit 
JT:ph 
cc: High School Principal 
DE Teacher-Coordinator 
APPENDIX H 
ITEM ANALYSIS DISCRIMINATION 
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ADVERTISING TEST ITEMS 
(PILOT TEST) 
*Discriminating Items Included 
in Final Instrument 
Question Upper 27% Lower 27% 
Number D Correct Responses Correct Responses 
* 1 . 35 11 5 
2 -.06 6 7 
3 .18 14 11 
4 .06 16 15 
5 .00 16 16 
6 .06 12 11 
7 -.06 11 12 
* 8 . 35 13 7 
9 • 12 15 13 
10 .06 9 8 
11 .24 5 1 
*12 .76 16 3 
13 .18 10 7 
14 .24 16 12 
*15 .29 9 4 
*16 .41 15 8 
17 .00 14 14 
18 .24 14 10 
19 .24 16 12 
20 .24 10 6 
21 .oo 15 15 
22 .06 11 10 
23 .06 8 7 
24 .00 14 14 
25 .24 12 8 
26 . 24 6 2 
27 .24 14 10 
28 • 00 8 8 
*29 . 35 14 8 
*30 . 41 16 9 
31 .18 5 2 
*32 .29 16 11 
*33 • 41 16 9 
34 .18 14 11 
35 .18 16 13 
36 .24 17 13 
37 .18 11 8 
38 • 12 13 11 
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Question Upper 27% Lower 27% 
Number D Correct Responses Correct Responses 
*39 . 35 15 9 
40 .oo 13 13 
41 .06 14 13 
42 -.06 13 14 
43 -.06 13 14 
44 .06 16 15 
45 .00 12 12 
*46 • 35 16 10 
47 .24 10 6 
48 • 12 9 7 
*49 .59 13 3 
50 .06 6 5 
51 .12 7 5 
*52 . 47 11 3 
53 .18 8 5 
*54 .59 14 4 
*55 • 29 8 3 
*56 • 47 12 4 
*57 . 29 14 9 
*58 .41 15 8 
*59 .35 13 7 
*60 .41 9 2 
*61 .47 17 9 
62 .18 8 5 
*63 • 71 15 3 
64 .06 5 4 
*65 • 35 14 8 
*66 • 29 14 9 
*67 .59 16 6 
68 .06 8 7 
69 .24 8 4 
*70 • 29 16 11 
*71 .53 12 3 
72 .00 5 5 
*73 • 29 · 16 11 
*74 .53 13 4 
*75 .41 9 2 
76 .00 3 3 
77 .18 8 4 
78 .24 7 3 
*79 • .29 8 3 
*80 .47 11 3 
*81 .41 8 1 
82 .06 5 4 
83 .24 7 3 
*84 .59 15 5 
*85 .41 10 3 
*86 .41 11 4 
87 .06 6 5 
*88 .59 15 5 
89 .12 11 9 
90 .06 4 3 
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RETAILING TEST ITEMS 
(PILOT TEST) 
*Discriminating Items Included 
in Final Instrument 
Question Upper 27% Lower 27% 
Number D Correct Responses Correct Responses 
* 1 • 35 17 11 
2 .24 15 11 
3 • 12 15 13 
* 4 • 29 9 4 
5 .24 10 6 
6 .06 9 8 
7 . 12 8 6 
8 .00 10 10 
9 .24 13 9 
10 .06 11 10 
11 .18 9 6 
12 • 12 13 11 
13 -.18 3 6 
14 .18 9 6 
15 .18 5 2 
16 .18 11 8 
17 .00 3 3 
18 .00 11 11 
19 .00 14 14 
*20 .47 17 9 
21 .24 17 13 
*22 • 35 16 10 
23 .18 8 5 
24 -. 29 9 13 
25 . 12 13 11 
26 .00 11 11 
*27 • 35 17 11 
*28 .29 11 6 
29 • 12 10 8 
*30 .41 15 8 
31 .oo 16 16 
32 • 12 15 13 
*33 . 29 16 11 
*34 .29 16 11 
35 .24 17 13 
36 .18 16 13 
37 .18 16 13 
38 .06 14 13 
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Correct Upper 27% Lower 27% 
Number D Correct Repsonses Correct Responses 
39 .oo 16 16 
*40 • 29 17 12 
41 -.12 12 14 
42 .06 15 14 
43 .18 15 12 
44 .24 10 6 
45 -.06 8 9 
46 .12 3 1 
47 -.06 2 3 
48 .24 9 5 
*49 . 47 12 4 
50 -.12 0 2 
51 .18 5 2 
52 .24 11 7 
*53 .29 17 12 
54 .00 13 13 
*55 • 35 11 5 
*56 .41 12 5 
57 -. 35 2 8 
58 .24 9 5 
59 .18 14 11 
*60 • 35 15 9 
*61 .47 13 5 
62 .24 14 10 
*63 .41 10 3 
*64 • 29 12 7 
65 -.06 15 16 
66 .18 5 2 
67 .18 12 9 
*68 • 71 16 4 
69 .06 6 5 
70 024 14 10 
71 .24 15 11 
*72 041 11 4 
73 .00 7 7 
*74 . 35 7 1 
*75 .41 16 9 
*76 .41 16 9 
*77 .53 16 7 
78 -.18 3 6 
79 .28 6 3 
*80 .41 16 9 
*81 .59 13 3 
*82 .59 15 6 
*83 .29 10 5 
*84 .53 11 2 
85 .18 6 3 
86 .18 15 12 
*87 .53 13 4 
88 .12 7 5 
89 .24 15 11 
*90 .41 15 8 
APPENDIX I 
126 
VOCATIONAL DISTRIBUTIVE EDUGATION 
THE COOPERATIVE PLAN IN SECONDARY AND POST-HIGH SCHOOLS 
Cooperative Plan 
Organizational pattern for preparatory instruction 
in which regularly scheduled part-time employment 
gives students an opportunity to apply theory in 
practice while developing competencies through 
training on a job related to their distributive 
occu ational ob'ectives, 




--------- ------Teaching Techniques Co-curricular Activities 





Regular Part-Time Job ~ Cooperative Training I 




Coordination of classroom instruction with a series 
of on-the-job learning experiences related to each 
student's occupational ob'ective. 
Employment Qualifications 
(Competency at level of specific 
occupational obiectives) 




VOCATIONAL DISTRIBUTIVE EDUCATION 
THE PROJECT PLAN IN SECONDARY AND POST-HIGH SCHOOLS 
Project Plan 
Organizational pattern for preparatory instruction 
which involves a regularly scheduled series of 
individually designed activities that give students 
an opportunity to apply theory in practice while 
developing competencies through.projects related 
to their distributive occu~ational obiectives. 




---------- -----------Teaching Techniques Co-curricular Activities 
Utilizing Student of DECA 
Participation 
Regularly Scheduled 




Coordination of classroom instruction 
with a series of individually designed 
learning activities or projects related 
to students' occupational obiectives. 
Employment Qualifications 
(Competency at level of specific 
occupational obiectives) 
- ---------- -----------I Basic Jobs ' Career Development Jobs I 
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